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What Do the Shoe Merchants and Manufacturers of America Think 
of Statements Made in the Regal Shoe Company’s Ad? 


our editorial of February 3d of the 


Regal Shoe Company we have dem- 
onstrated our absolute freedom in 
dealing with matters tending to 
materially affect “men who make 
their living selling shoes.”’ 

Immediately following the publication of this ad- 
vertisement in the Saturday Evening Post distributed 
January 25th we received protests from merchants 
as follows: 





“January 26, 1917. 

‘“‘What is your opinion regarding the advertisement in 
this week’s issue, ‘Saturday Evening Post,’ entitled, 

‘Why the best shoe values on Earth may not come into 
your town?” 

“It appears to us that this advertisement casts a seri- 
ous reflection on a great majority of shoe dealers who es- 
tablish a business that is not directly under the jurisdiction 
of any one or group of manufacturers. 

‘Personally, the writer will be glad to contribute finan- 
cially toward an advertisement that will combat this one, 
and to tell the TR UT H.” 


“January 29, 1917. 

“T wish you would look at the ‘Saturday Evening Post’ 
of January 27th and scrutinize very carefully the ad- 
vertisement of the Regal Shoe Company, presumably ad- 
dressed through their customers to the local retail dealers 
of practically every town in the United States. 

“It seems to me that the matter discussed in this ad- 
vertisement is one that would be of interest to you as a 
member of the business press and certainly is of interest 
to every retailer throughout the country, since it seems to 
slander by implication his business integrity, and this is 
also a matter which most assuredly interests the National 
Association. It seems to me that matters of this kind ° 
should be checked at an early moment, and we note that 
the ‘Recorder’ does not hesitate to hit at anything which 
seems to be wrong, so it seems to me that this matter 
should be worthy of at least your consideration.” 


advertisement to the public by the 


In our leading editorial of February 3d it was taken 
for granted that our readers fully understood the 
impersonal character of a corporation, in that some 
one or more persons was the author of every state- 
ment or act in its name. Thus it came about that, in 
addition to our treatment of the advertisement on 
the grounds of policy and ethics, reference was made 
to supposed responsibility—a natural corollary. 


The foregoing comment on the advertisement here 
reproduced seems to conclude that it is a blanket in- 
dictment of shoe merchants as a whole, and of the 
merchant as a responsible business man. 


The advertisement, especially in its last four para- 
graphs, seems to place shoe merchants in two groups, 
Regal merchants, many hundreds in number, and the 
others, many thousands in number. But on analysis 
of these statements the impression grows that dealers 
in other than this particular line are NOT men who 
“believe in fair profits’; NOT men who want to give 
“shoes of known merit’ and ‘“‘verified styles’; NOT 
men who believe in building up a business on service, 
instead of “sticking a big profit on one pair of shoes.”’ 


Will any competing shoe manufacturer concede 
these conclusions? If the company has difficulty in 
finding “the Regal kind of shoe merchant,” is the 
trouble with the body of merchants, or with any poli- 
cies or methods that the company may seek to 
impose? ; 

Read these opinions by shoe merchants: 


“February 7, 1917. 
. “I just finished reading your editorial in your last issue, 
and I cannot help but immediately endorsing every word 
you have said with the greatest enthusiasm .. .— 

** |. . Until we get a class of shoe manufacturers who 
wish to establish trade-marks on the principle of ‘Live and 
Let Live,’ and who have sense enough to know that he does 
not know the retail shoe business and is willing to trust it 
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to a first class agent who does know and leave it in his 
hands, the trade-mark problem will have hard sledding. 

“I congratulate the ‘Recorder’ for being fearless in its 
advocacy of good clean business methods, and I must say 
that your issue thrilled me into greater admiration than 


” 


ever before. ... . 
Here is another: 
“February 7, 1917. 
‘‘We appreciate your editorial on the Regal Shoe Com- 
pany in issue of February 3. Now I would give them the 
benefit of all that is coming to them, and would say all the 
shoes we ever sold of this make were satisfactory for 
service... . 
“We are not going 
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tween the merchant who buys shoes made on his 
specifications and the Regal Shoe Company who, it 
is understood, also buys from other manufacturers 
certain lines of shoes on its specifications? 

If the company has had an unfortunate experience 
in seeking the “Regal kind of shoe merchant,’ may 
not the conclusion be that if Regal theories were 
practicable, the “‘Regal kind of shoe merchant”’ might 
be easier to find? Is it necessary to suggest that the 
public do the Diogenes gumshoe act? Some thirteen 

hundred other shoe 





on record as opposing 
advertised shoes. We 
think an honest co- 


What Do the Shoe Mercheuta and Manufacturers 
of America Think of These Statements? 


manufacturers seem 
to have solved the 
problem of shoe dis- 





operation between 
maker and seller of 
advertised shoes is a 
greathelptoboth. .. . 
“I am sure there 
are old style shoe deal- 
h . HE old style shoe-dealer is 

ers as they . mention. secretive. He doesn’t want his 
in their ad that are customers to know too much 
“ about his business—where he 
operating on as sound gets his shoes, what he pays for them, 
a basis as they can He believes in Private Labels. 


or how much he adds to that price. 
ae t to Why? 
offer I mes Ask him for a standard shoe of 
strongly contradict the known value, and he doesn’t keep it. 
statement that the 
own name. There are manufacturers 
who do that—make anonymous shoes 
and stamp any dealer’s name on them. 
price for shoes. It is 
just the reverse. .. .”” specially created for us”—making a 
mystery of a simple matter. Why? 
And still another: 
of a national Standard Make—when 
it isn’t national and it isn’t standard. 
He features a name but he wants it 
pliment you on your ou wall } t 
. the local shoe-dealer and see shoes in 
article about the Regal the window, ticketed “latest styles,”’ 
shoe ad. We read what authority is back of that style? 
advised in his style information. 
When you wear his shoes in Fifth 
ness of such state- Avenue, New York, Michigan Bou- 
ments . .. We are 
: ae " . stylish only in your own town. 
doing Just the thing There is, perhaps, a golden oppor- 
tunity right in your town for a shoe- 
our shoes from (a man- 
ufacturer) and put 
them under our own 


Why? 
trade as a rule is 
Some dealers like to say—‘*These 
Then there is the dealer who fea- 
“February 9, 1917. 
weak. Why! 
+ - The local shoe dealer’s authority? 
this ad at the time 
levard, Chicago, or Walnut Street, 
they are kicking about. 
name. ... We cater 





Why the Best Shoe Values 
May Be Kept Out of Your Town 


tribution through the 
merchant to the con- 
sumer in a generally 
satisfactory manner. 

Our own defense of 
the retail shoe mer- 
chant naturally does 


dealer who will supply authentic styles, 
verified values, as good as can be ob- 
tained anywhere in America. 

Take Regal Shoes, for example. 
There are fifty Regal Stores in the 


great Metropolitan Centres; about a 
thousand special Regal representa- 
tives in other towns and cities; and 
over two million wearers of Regal 
Shoes. 

Consider the great city stores alone 
and think what a test, what a guar- 
antee, they are of Regal styles and 
values. Every Regal Shoe must 
compete every day with every fine 
shoe in America. If Regals were not 
right they could not survive, yet 

egal does an ever-increasing busi- 
ness. 

Now, we have as many of our own 
stores as we need, or want. 

When it comes to special Regal 
representatives, the difficulty is to 
find, in each town, the Regal kind of 
Shoe-merchant. 

The man we want to know is the 
shoeman who believes in fair profits 
and a busy store: a man who really 
wants to give you the Regal kind of 
values—shoes of known merit, veri- 
fied styles: a man who believes in 
building up a business as an institu- 
tion, based on good faith and good 
service—not trying to stick a big 
profit on one pair of shoes. 

The whole town would get back of 
a shoe-store like that. You can see 
the man hiring more clerks and rent- 
ing a bigger store. 


Shoes 


268 Summer Street, Boston, Mass. 








He has his shoes stamped with his 
charging too high a 
shoes bear our own name; they are 
tures a branded shoe, giving it the air 
“We wish to com- 
When you walk past the store of 
He may be narrow and local, or badly 
and noted the unfair- 
Philadelphia—you may find they are 
We buy 95 per cent of 
to the college man. 


The ‘**Recorder”’ 


not reach two million 
consumer readers, but 
it does reach a large 
proportion of mer- 
chants who cater di- 
rectly to the public. 
It is earnestly hoped 
that henceforth the 
company will follow 
a different policy in 
its consumer adver- 
tising, and if it can 
justify or explain the 
act that has aroused 
protests in the trade, 
the editorial columns 
of the “‘Recorder”’ are 
now available. 


Deliveries and 
Cancellations 





a The Text of the Regal Shoe Co.’s Advertisement 
in the Saturday Evening Post, January 27, 1917 


Two big questions 











believes that most 
manufacturers ap- 
preciate what policy is sound and what is injurious 
to the great body of men selling shoes at retail. The 
criticism now directed at an unfortunate policy—if 
it be a “‘policy’—of one company, will fall elsewhere 
whenever a condition arises that seems to threaten 
the best interests of the craft. 

The reputation and business growth of a shoe mer- 
chant depends upon a public expectation of a fair 
exchange for value received. To this extent respon- 
sible merchants stand back of their goods. Does any 
manufacturer do more? 


Is there not a parallel be- 


show themselves, 
not alone to _ the 
shoe wholesalers but to all sections and segments of 
the trade; guaranteed prices on future deliveries, and 
returns or cancellations of orders. 

No one needs to have here rehearsed the story of 
price advances in shoe materials, some of them the 
most sensational and remarkable ever known in the 
history of the trade. Some of these advances have 
been foreseen, and provided against; but others have 
inflicted losses upon the producers and primary dis- 
tributors, in cases in which prices of finished goods 

(Continued on page 24) 
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The Latest Development—-Costume Footwear 
The “Recorder” Again Leads in Pointing Out a Trend of Style Which 


Signifies Daintier and More Original Footwear 


ing, for 





enjoy a 
period of popularity, and 
after the crest is reached we 
note its recession. Before 
we reach this peak of pop- 
ularity the matter of price 
is a secondary. considera- 
tion for the demand is ever 
increasing. Just the min- 
ute that the style becomes 
participated in by too many 
people, then comes the de- 
cline, and with it decreases 
in values. Some one has 
said that fashion is ridicu- 
lous at two stages in its 
existence—at its birth and 
at its death. Those who first 
wear an article become con- 
spicuous and those who con- 
tinue to wear it after its 
cycle has passed have a de- 
gree of notoriety not to be 
desired. 


Shoe Fashion Hardly 
Touched 
Speaking specifically, 


fashion in footwear has come 
to stay. And what is more, 
the trade has hardly touched 
the subject. Up to this 
writing the very thought of 
costume footwear has not 
become -significant to shoe 
merchants. 


Three Strong Points to 
Study 

Consider these points in 
the order enumerated: 

(1) How many women 
consider the footwear to 
be worn when they are 
purchasing a gown and other 
accessories? 

Shoes have been for too 


))OU may think that fashion is subtle 
in that its existence cannot be last- 
it depends on 
change, but yet its laws are certain 
and most evident. 
fashions we see some one material 


constant 


In the cycle of (2) 





uarter on shoes—then white 
—— sport. coat, blue flowered crepe skirt for seashore 
an 


First—blue flowered 


country. Costume completed with pink crepe 
hat with embroidery and straw facing. Costume from 
J. M. Gidding & Co., New York 


long makeshift additions to the costume and after- 
thoughts based on available shoes in merchants’ 
stock and the size of the customers’ pocketbooks after 
the major purchases have been made. 

How many women make it a point to enter 
the shoe store clad in the costume for which they 


desire footwear? 


In this connection, is there 
in your store competent au- 
thority on the relation of 
fashion and costumes to 
fashion and footwear? Is 
there an individual that 
knows the principles of good 
taste and good harmony? 
Is the customer served only 
on the point of fitting and 
easiest stock selection? 

(3) Is the retail shoe mer- 
chant cognizant of the fact 
that if the footwear har- 
monizes with the costume 
that in this style age woman 
will reserve that pair of 
shoes for that costume and 
will gradually learn that 
real fashion consists of har- 
mony from head to toe? 


Are You Prepared for 


Fashion 
aed 


We are not shooting far 
in’ advance when we say 
that COSTUME = FOOT- 
WEAR is the biggest and 
most important develop- 
ment in the shoe industry, 
today, and that shoe stores 
which have averaged four 
pairs of shoes per year per 
stylish customer will shortly 
enter a period when eight 
pair will be almost a fixed 
minimum and that number 
of pairs per customer will 
be limited only by the num- 
ber of costumes worn. Four 
changes of costume per day 
are not unusual, so multiply 
this by seasons, events and 
whims of fashion. 
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FINE FABRICS IN FOOTWEAR IN ORIGINAL WEAVES 


These first selections of the newest styles reveal samples in fabrics having bow knot, striped, spray flowered and plain weaves. Note 
the fitting values in the new whole quartered boots—a design leading for Spring. Styles from Upham Bros. Co., Stoughton. 


The Cycle Which Brings Cloth 


We pointed out some time ago that materials enter 
into natural cycles of fashion. When trim and dainty 
footwear came into vogue, kid was paramount. Then 
style gradually slipped into glove-fitting bucks, and as 
naturally the change of fashion brings us into a period 
of cloth. 
Note Change in Sport Clothing 

Greater possibilities for originality in footwear 
exist in the use of fine fabrics. For never have we had 
materials so suitable and so in keeping with 
the trend of fashion. We see in silks for dresses the 
change from stripes to figures and geometrical pat- 
terns and this change alone may influence sport foot- 
wear the coming season. Last Summer we had heavy 
materials and heavy low heeled shoes and today we 
are having sport suits made up in the lightest of silks 
and you may be sure that women will want light- 
weight footwear to harmonize. 


The Influence of Paris 

As our style inspiratigp comes from Paris we must 
loook to that center for ‘guidance. The Dry Goods 
Economist came out emphatically last week in saying: 

“As the war continues the efforts of Paris fash- 
ion creators are more and more directed toward 
the United States and South America. The bub- 
ble of ‘American styles for American women’ 
dissolved into thin air some years ago. Fashion 
must of necessity be, not national, but inter- 
national. The American woman for example in 
visiting London, Paris, or any world center, is 
desirous of having her attire conform to that 
of the fashionable woman the world over. And the 
same is true of the women of England, of Rus- 
sia, of Brazil, of Argentina and of all other pro- 
gressive countries.” 

We cite the above simply to emphasize that in 
women’s costuming the inspiration comes from Paris. 
In footwear the creation is American but it leans to 
and is bent by what prevails in women’s fashions. We 
have noted the general adoption of fur coats as outer 


coverings in Winter and a corresponding use of silk 
dresses because of balancing influences, Also consider 
that the trend of fashion in Paris is all towards silks 
—for France is strong in that material and weak in 
heavier cloth. 

As forerunners of the new idea—costume foot- 
wear—the showings of fashion at Palm Beach and 
Winter resorts indicate that for this Spring and 
Summer women will wear dresses of a light and 
flimsy nature, and are seeking fine footwear to match. 
The art of the designer was never so well employed in 
making women’s costumes attractively pretty—how 
about shoes to be in costume harmony? 


DELIVERIES AND CANCELLATIONS 
(Concluded from page 22) 
could not be advanced quickly enough to meet the 
suddenly added cost. 


Questions of Policy to Consider 


There are several points to consider, with refer- 
ence to prices. For example, on the supposition of a 
rising market in materials, can contracts safely be 
made for delivery (say) six months ahead, at figures 
fixed today? ; 

Or ought such contracts be made subject to ad- 
vance without notice, looking only to market con- 
ditions at the time of delivery? 

Or can they be made with a limitation of certain 
percentage of increase, a maximum beyond which the 
seller may not go? 

Would there be a tendency to take advantage of 
any leeway, up to a maximum, and could any such 
contracts be made, practically? . 

These are only a few of the beginnings of problems 
which are before the trade. The situation needs ear- 
nest thought, and most especially does it demand good 
faith, fairness and reasonable regards for the rights 
and interests of others. The subject of cancellations 


is of course an old one, but it is especially accented and 
thrown forward by the circumstances of the present 
remarkable situation, which is unprecedented and 
in some respects (not all) unforeseen. 
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While there has been rather more activity in the 
Boston leather market the past week, taken as a 
whole it is more than seasonably quiet in some lines, 
but active in others. The present uncertainty as re- 
gards our relations with Germany has the effect of 
holding prices steady at the high level, and tends to 
minimize transactions. If war is declared, the de- 
mand for leather for war purposes will be sufficient 
to absorb every foot and pound on hand or to be made 
within the next few months, and from that on till 
the end of the war. If this country remains outside 
the fight, it will continue to receive orders for leather 
for export. Orders are still coming here from Europe, 
and shipments would be heavy, were space available 
in the lessened number of ships sailing to transat- 
lantic points. 

While some of the Western markets seem more 
active than those in the East, the general tone is 
quiet, and is likely to remain moderate for a month 
or so, though such a state of affairs may change any 
day—or any hour, if certain national complications 


arise. 
Sole Leather 


There is a better business noted in the sole leather 
market, and many houses report an almost total 
clearance of stock on hand, and leather sold ahead. 
Sole cutters are buying more, but shoe manufacturers 
seem to be well supplied for immediate require 
ments. 

The big Russian order, which has been talked about 
for weeks, is said to have been placed, but at present 
writing verification of the report is not obtainable. 
It is claimed that sales the last two or three weeks are 
far ahead of normal business at this season, some 
placing the excess at several hundred thousand 
sides. 

No. 1 dry hide hemlock is held at 57 to 58c., other 
grades ranging 55 to 56c., 52 to 53c., and 47 
to 48c. Some foreign business has been reported. 
Union sole shows a better trading, sole cutters search- 
ing the market for desirable stock. Prices hold firm 
at 83 to 85c. for light backs, 78 to 82c for medium 
and heavy. Oak sole shows up better this week with 
No. 1 scoured oak backs held at 87 to 88c., other 
grades 85 and 82c. Best bends strong at 90 to 92c. 
Offal well sold up, prices ranging as per previous 
report. 

Upper Leather 


New business is moderate, and about equally di- 
vided between that of shoe manufacturers and for 
export. Trading has lessened for export since the 
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The Leather Market + a * 


severance of relations, with Germany, but buying is 
still being recorded. The foreign demand for calf 
leathers continues, stimulated, undoubtedly, by the 
lower prices, but domestic manufacturers still hold 
back, hoping for still further decline; but there is a 
general belief, on the part of sellers, that any change 
will be to higher rather than lower quotations. Col- 
ored calf ranges from 62 to 70c. Blacks have sold on 
a basis of 58c. for best quality. Side leathers are 
held firmly: Those with finish in imitation of calf 
are held at 50, 48 and 46c. Other grades 2 to 3c. 
cheaper. Colored sides and fancy finishes are 
quiet. 

Some splits are now finished so attractively as to 
compel the attention of manufacturers of low-priced 
shoes, and considerable business is being done. Flexi- 
bles are in small demand, and stocks accumulating. 
Patent calf and colt sold ahead. Patent sides in de- 
mand for samples. Some colored patent chrome side 
leather in brown and mahogany shades has been sold 
for next season’s samples. Glazed kid selling fairly 
well on a basis of 80c. for best quality. One manu- 
facturer is reported to have made a single sale for 
export which exceeded $100,000. 


Hides 


The market continues quiet, even uninteresting, 
yet prices are firm. Tanners are withholding their 
orders, though evidently ready to act should the in- 
ternational situation develop into a declaration of 
war. No. 1 Ohio buffs are now quoted at 22 to 24c. 
and No. 1 extremes 26 to 28c. Some sales have been 
reported at these outside figures. Southern country 
hides are firm, far points quoting 234 to 24c. and 
nearer 25 to 26c. 

The Chicago packer hide market is quiet, but 
prices firmly held. Packers are disposed to hold 
rather than push sales at the present state of inter- 
national affairs. Buyers seem willing to take large 
lots at moderate concessions, but have so far been 
unable to secure them. Native steers are quiet, with 
sales reported at 3lc., but packers holding out for 
314 or 32c. Light and heavy native cows are held at 
3lc. Heavy Texas steers are held at 314 to 32c., 
lights and extremes at 30} to 3lc., but no sales 
reported. ; 

There is a little better tone in the Chicago calf- 
skin market. Sales of city skins have been made as. 
low as 364c., but present asking prices are 38. 
to 40c. 


Outside cities are held at 35c. and countries 30 to 32c. 
New York calfskin quotations are $3.50 to $4.00, 
$4.00 to $4.50, and $4.50 to $5.00. Foreign hides 
very firm. No. 1 B.A. dry hides strong at 46 to 47c. 
Some frigorifico steers have sold at 48 ic. 
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souvenirs, with your tag attached. 


New Window Displays Worth Featuring 


If you are planning a final ‘‘clean up,”’ try a banner across the window 
3; “‘clean sweep”’ show cards; and minia 


brooms, with lead pencil shafts,in the windows and also in the store for 
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Number One 





Number Two 


Consider now your new windows after the 
February clean-up, an event which might well 
be closed with the idea in the heading. 


Number One is a highly attractive temporary 
background, simulating a doorway, with a light 
framed arch of fibre board, or paper-covered, 
and decorated with artificial smilax or other 
flowers. At the bases of the arch are built two 
square shelves, from which curtains should hang 
as indicated, and caught back to display single 
pairs of shoes on tall pedestals. Concealed under 
the curtains there should be electric lamps, light- 
ing the shoes from above, making an especially 
good feature by day or night, Two potted palms 
and a selection of shoes approximately as in- 
dicated complete the display. 


In Number Two we reproduce a background 
setting which can be duplicated at a very little 
expense. The idea suggsted in it can be adapted 
to a window of any size. The large plain center 
panel can be reduced to one-half the width 
shown. The two end panels can be reduced ac- 
cordingly. By changing this measurement this 
background arrangement could be carried out in 


a very small window. 


The center panel of the design shown here 
measures 48 inches wide, while the two end pan- 
els are both 36 inches in width. The center 
panel may be. constructed of composition board 
reenforced with a pine wood frame, covered 
with wall paper or some silk or cotton materiak 
A panel of wall paper having a seasonable de- 
sign would be best suited for the two end panels. 


Its general color scheme should harmonize 
with that of the center panel. The lattice effect 
can be secured by getting card board strips the 
right width. The black stripes on them are 
secured by getting black card board the proper 
width. 


A small flower box which may also be con- 
structed from some dark colored card board is 
dropped about 30 inches from the top and filled 
with seasonable foliage. Rambler roses were 
used in this instance. The floor of this window was 
of a dark green velour, but it would probably be 
more effective if it was of a color to match the 


background. 














ing} Practical Aid for Show Card Writers 
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Mechanical ability in show card production is merely a supplement to 
THOUGHT, if cards of maximum selling power are to be displayed. The 
basic idea in this weekly feature—THOUGHT in the preparation of ‘‘copy”’ 
adaptable to your needs, and IDEAS in designs and effects. 
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Show Card Designing 


An idea for getting overtime work from a showcard, making it available as a 
“pinch hitter’’ is shown in Number One. 

In a quarter-sheet card, cut out a circle as indicated. Behind this, and fastened 
by an eyelet in the center, place a cardboard disc carrying six circles as indicated by 

* dotted lines in the illustration. In each of these circles letter the standard weather 
forecasts. Then letter the front card with matter appropriate to your stock and local 
conditions, perhaps as indicated here. Each day get the coming weather forecast as 
quickly as possible, and turn the disc around to show the corresponding forecast. 

This card can be supplemented if need be by smaller cards or price tickets, carry- 
ing some special suggestions. 

In making up price tickets, the method shown in Number Two is a time saver. 
Take a sheet of card, rule it off in lead pencil in the desired proportions, then pencil 
in your borders if any, lay out your copy, and then finish up each ticket, When this 
is done, cut them out along your first pencil lines. 

There is more to a price ticket than the price. Whenever you can do so, it is well 
to reinforce the display of the shoe and the price with some clever little phrase giving 
point to the public’s interest and bringing out the feature you desire to have impressed 
on the “prospect.” 

In Number Three is given a card especially appropriate just now. Whatever is in 
your shoes that is good enough in style and quality to buy is surely worth featuring 
as such. Prepareacard of this kind for aspecial display, advertise it, and make it a real 
feature. You will find undoubtedly that a large part of the public is with you. 

Only the card man who is sure of himself can work in materials that contrast 
sharply: the less experienced should study color values of stocks and inks, and the 
relative possibilites of brush and pen to determine what they can best work in—and 
then remember that a good idea in reading matter will cover a minor mechanical weak- 
ness. The point is—showcards are too good as business getters to be omitted, even 
though the man doing them may not be the best in the business. 
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Cincinnati Officers Installed 


On Monday evening the Cincinnati 
Shoe Travelers’ Association put on its 
gala attire incident to the annual dinner 
dance and installation of new officers: 
This affair is but one in a chain of get- 
together meetings this season of the year 
of shoe traveling salesmen all over the 
country. The organizations of shoe sales- 
men are growing rapidly in numbers and 
influence, and are likely to be heard from 
in no uncertain form in the near future 
where their interests are involved by in- 
creasing costs of living and road work. 


Geo. Levirs’ New Connection 


George Levirs will shortly show the 
trade a fine line of samples of women’s 





GEORGE LEVIRS 


McKay shoes from the Adams Shoe Co., 
Lynn. Mr. Levirs has become associated 
with this company in a style and sales 
capacity. 

Annual Rochester Event 

About 150 members and guests of the 
Rochester Association of Traveling Shoe 
Salesmen were present the evening of 
Feb. 9th, at the fifth annual dinner and 
ball of the association, which took place 
in the Powers hotel. Several guests were 
from San Francisco, Atlanta, Georgia, 
Buffalo and other cities. 

The only address was a short welcome 
by the president of the association, Joseph 
P. Byrne, who, in reference to the na- 
tional ‘situation, proposed a toast to the 
American flag and suggested that the 
favors, small flags, be worn, near the 
heart. Miss Roberta Beatty, daughter 
of J. P. Beatty, chairman of the general 
committee in charge of the dinner, sang 
several numbers. 


Philadelphia Travelers’ Annual 
Meeting 


The annual meeting and election of 
officers of the Philadelphia Shoe Travel- 
ers’ Association was held on Saturday last 
in the Winter Roof Garden of the Hotel 
Bingham, following the annual dinner at 
1 P.M. 

The following officers were elected. 
President, William F. Schoel; first vice- 
president, A. C. Earle; second vice- 
president, Frank C. Beckett; third vice- 
president, Mr. Davis; secretary-treasurer, 
Arthur Raphael; executive council (for 
three years), Messrs. Mealey and Lip- 
pincott; (two years) Shaw and Chambers; 
(one year) Rogers. 


A Manufacturer’s Tribute 


Of the addresses by invited guests, the 
first was a talk by Mr. C. F. C. Stout, of 
the glazed kid house of John R. Evans 
& Co., and president of the Morocco 
Manufacturers’ National Association. 
Mr. Stout in introduction said that he 
had for five years been a salesman and 
felt therefore in close touch with his 
audience and during that time in his 
business career he found that the sales- 
men as a whole were intensely human, 
jovial and enthusiastic and optimistic. 


Style Versus Economics 


He said that the present was a time 
in which the country was thinking greatly 
of preparedness, military, commercial 
and spiritual. In the matter of industrial 
preparedness he spoke of the shoe in- 
dustry and the necessity for the forming 
of styles with an eye to the possibility 
of getting material from which to make 
the shoes. He felt that the idea of swing- 
ing entirely to one material whether it 
be kid or calf stock or fabric was wrong 
and wasteful, and a line should be drawn 
at which style should cease to be a fac- 
tor. In pattern, design, color and lasts, 
style should have the final word, but in 
materials there should be a distribution 
following the ability to supply the goods. 


Where the Business Paper Fits 


A telegram of congratulation was read 
from the Southwestern Shoe Travelers’ 
Association and L. Dale Wilson, rep- 
resenting the Excelsior Shoe Co. was 
elected to membership. Honorary mem- 
bership was conferred upon H. Walter 
Scott, Philadelphia manager of the “Boot 
and Shoe Recorder,” and upon S. B. 
Koons. In addressing them after their 
election President Schoell gave a little 
talk on business papers, and their great 
influence in the modern business world. 
He said that a man in the shoe industry 
could not be up to date without closely 
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following the matters discussed in each 
issue, and that if the cost was twenty 
times as great it would still be but a 
fraction of the value that is given in 
return in information and help to the 
man in business. 

Leon Dalsimer of the local retail firm 
of S. Dalsimer & Sons, gave a very in- 
teresting talk on Truthful Advertising. 

The next meeting of the association 
will be held on Friday evening, February 
23d. 


E. K. Buck Visits New York 


E. K. Buck, representative in Kansas 
and Nebraska for Johansen Bros. Shoe 
Co., St. Louis, is now in New York City 
on business for the firm. Mr. Buck has 





E. K. BUCK 


been traveling for some time having 
visited Sheridan, Wyoming, St. Paul, 
Minn., and Chicago, prior to his move to’ 


. New York. He will return to Omaha, 


his headquarters, within a week or ten 
days, via St. Louis. 


N. B. Sachs with Wise, Shaw & Feder 


Nathan B. Sachs formerly with the 
Hilliard & Tabor Mfg. Co., Haverhill, 
will represent The Wise, Shaw & Feder 
Co., of Cincinnati, during the coming 
season in-:parts of Ohio, New York and 
Pennsylvania. He will also cover the 
cities of Washington, Baltimore and 
Philadelphia, having headquarters at 
Baltimore. 


Arnold Showing Colton Shoes 


Tom Arnold will show his customers 
along the Pacific Coast some smart Lynn 
made welt shoes. They are from the fac- 
tory of the Colton Shoe Co. 














Feb. 17, 1917 















Aspire to be a broad-gauged sales- 
man; not a machine. Cultivate a 
quiet dignity about the store; a 
“know my business” atmosphere. 

Talk little, think much, that when 
you do talk your conversation will 
bridge the gap like an electric spark 
and lend force to what you say. 

Impressions count in a store, es- 
pecially in a retail shoe store where 
the salesmen begin with the 
“‘understanding” of the cus- 
tomer. 

Correct impressions count, 
and it is of the utmost importance to the success of 
a salesman that he gain and hold the confidence of 
his customers. 


Things That Destroy Confidence 


A superficial knowledge of your stock; standing 
in groups talking during a lull in business; comment- 
ing on customers who are being fitted; holding a 
shoe by the lacings and swinging it about; knocking 
a shoe from the hand of an associate in passing along 
the store; eating fruit or candy while on duty; chew- 
ing gum; calling Joudly for a brother salesman, as— 
Brown, Jones, Smith, Fletcher, etc. 

If a customer requests a certain man, quietly 
walk up to him and if he is busy with a customer ask 
the customer to pardon the interruption and say— 
“Mr. Brown, Mrs. S. would speak with you.” 

Do it with a quiet dignity; the impression on the 
customer you may have interrupted will be most 
favorable. 

Dodging exchanges or customers who enter with 
bundles that look like an exchange also destroys 
confidence. 

If you are nearest the customer stand your ground 
—show the customer the courtesy of immediate 
attention—the customer may desire to see a particu- 
lar salesman in which case you have made a favorable 
impression by your courtesy and have escaped the 
exchange with a clear conscience. 


The Grabbing Evil 


This should be discouraged for the reason that it 
reflects discredit on the store and impresses customers 
with the idea that they are being “‘held up.” 

Managers should establish a rule that customers be 
approached by salesmen in turn whenever possible. 
This plan will, in a great measure, do away with the 
grabbing habit—it’s wrong for two reasons—it is 
not dignified and it creates jealousy and discord 
among the men—study harmony to get best results. 
Judge man by his ability to attract trade, his skill 


“THE GREAT NA TIONAL SHOE WEEKLY” 33 


Recorder School of Retail Shoe Salesmanship 
Lesson No. 9 


and judgment in fitting, his low percentage of returned 
shoes to be exchanged and his magnetism in holding 
customers year after year. 


Work—Don’t Knock 


Boys! it isn’t the rush sales that count for the 
store; it’s the shoes that are fitted and sold right 
that marks you as real salesmen and not machine 
salesmen. 

Let us take this opportunity to caution you about 
criticising the stock, the buyer, the boss or your 
associates. Don’t knock. Sell what your buyer 
provides and when out of sizes on a line go to the 
next line. 

Buyers are liable to err in judgment and it is up to 
you to show that you are salesman enough to sell 
what is in stock. If you cannot fit both the eye and 
the foot—fit the foot. Never say at the start, “We 
haven’t got it.” You may have just the thing to 
please, whether asked for or not. 


Look Out for Your Prejudices 


There may be lines in your stock that you do not 
like; the representative may be in bad with you, 
the buyer may have bought contrary to your judg- 
ment and you have determined that you will not 
sell this or that particular line. Clean your spark 
plug and show that you can sell anything in the 
store whether you like it or not. 


Keep Your Eye on the Door 


No matter how busy you may be your eye will 
carry, and if a customer enters and looks about see 
that the new arrival is placed at ease till such a time 
as the customer can be cared for. 

Competition is too keen to let a customer get 
away without being spoken to at least. If you wait 
to be called to wait upon a customer you are only a 
machine salesman; be “Johnny on the spot.” 


Do Not Show Too Many Shoes 


Showing too many shoes confuses the customer and 
is liable to cost you a sale. Try and pick out the 
right ones at the start and if you have to show a 
good many get the first ones away from the customer 
as quickly as possible. Many a sale has been lost 
by too liberal a display and too much talk. 

Think before you talk and talk little, but let that 
little be to the point. 

Occasionally you may have customers on whom 
all your ability can be wasted: even then don’t class 
their heads as “solid concrete”; even these people 
must buy shoes somewhere, and your courtesy and 
the different personality of another salesman may save 
the day. 














attractiveness. 


“Take care of the pennies and the dollars 
will take care of themselves’’—for advertising 
purposes, look more to the practical, business- 
bringing worth of shoe cuts than to their 
**picture-book’’ 
their quality by the distinctive, original, com- 
pelling ideas embodied in their makeup. 
**Recorder”’ cuts and pay a record low price 
for the new business that they’ll quickly 
bring at 25 cents each! 


“Size up”’ 
Use 








Editorial 
For Your Store 





We look to the future with 
optimism. We are planning every 
day that ample provision may be 
made for a constantly increasing 
business. Regardless of the time, 


labor 


spend liberally of each of them, 


and expense involved we 
for to be ready we must antici- 
pate, prepare and perform. The 
deed of today must meet the need 
of tomorrow here. We must think 
ahead if we mean to go ahead. 
The close of every business day 
finds the store bright with promise 
for the morrow. The future will 


not find us wanting. 





r 
The Shoes 
In Our Windows 


The shoes you see displayed in 
our windows truthfully reflect the 
uality and workmanship of the 
shoes you find inside the store. 
Neither wilfully nor by accident 
do we mean that our window 
displays shall create wrong im- 
ressions or act as false stimu- 
ants to whet the appetite and 
disappoint a customer after the 
purchase is made. Our windows 
shall always be a true index of 
values, not only in prices but in 
the character of the merchandise 
displayed as true as the needle 
of the compass which always 
points to the north. 





No. 220, 25c. 
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Real Boys! 


Joy for the boy and the parent 
too, in fairly priced shoes made 
on foot-form lasts for health, 
happiness and long war—real 
shoes for real boys. 


A combination of good value 
and good looks. Both you and 
the boy will be satisfied with 
these shoes that serve and save. 
A surprisingly low range of prices. 





Insert Store Name Here 
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Blossoming 
Spring Styles 

These advance Spring styles in 
women’s shoes keep apace with 
the work of Nature, for they 
reveal the new vogue that is 
unfolding here every day—many 
“buds of promise’ are already 
on the way. 

In them is authoritative ac- 
ceptance of the favored vogue by 
women who know smart dressing 
for what it really is. At $7.50 
there’s a wide range for choice. 





Insert Your Store Name Here 
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Be Sure to REMIT WITH ORDER to Avoid Delay 
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To oppose the reason and sound judgment 
of successful advertisers is to contend with 
and dispute their evident prosperity—it is 
like looking through blue glasses an seeing 
things darkly when the sun shines. Why act, 
therefore, against Success? Why doubt and 
lose? Why hesitate to adopt THEIR methods 
and use “Recorder” cuts which, at 25 cents 
each, are acknowledged to be the shoe cuts 
= bring new business with the least possible 

elay! 
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Satisfied! 


Free from doubt—that’s the 
way he steps out, in a pair of these 
stylish new model shoes for early 
Spring. Satisfied and gratified! 

Glove-fitting kid, long wear 
cordovan in the rich shade you 
like, or calf in the fashionable 
colors. The most stylish stock 
in town. At $6 a pair he’s satis- 
fied! 


sions. 


a pair. 
SSCS eeeeeeeeeeeeeeeee 


Insert Store Name Here 
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Harmony in Footwear 


Advance models in women’s spring shoes are ready—ready to 
harmonize pleasantly with the many varied and novel effects of 
the new vogue in women’s dress. 
showing for it is broad beyond the telling. 

All materials and all effects that are appropriate for all occa- 
Ideas that blend happily and meet the exacting require- 
ments of women who know what’s what. 


No disappointment lurks in the 


Priced from $5.00 


SESS CESEETEE SRR eeeeeeees 
Insert Your Store Name Here 











Shoe Store Salesmanship 
THRIFT 


If you are to be 100 per cent efficient in your work, your 
mind must be free from the harassing thought of how to make 
both ends meet. Fear of what might happen in the event of 
illness or loss of position, prevents many a man or woman from 
doing their best. 

Statistics prove that only one man out of every 20 saves 
enough to take care of himself in old age; in other words, out 
of every 100 men, 80 are dependent on relatives or charity 
after they reach the age of 50. 

Nothing in this world adds so much to a man’s or woman’s 
efficiency as the courage that goes with “THRIFT.” Many 
golden opportunities are lost for lack of a little financial reserve. 
Dependence on a weekly stipend makes us slaves to our jobs. 
It saps our courage and keeps us year after year in the same 
position, with our noses to the grindstone. 

In these days, every possible incentive is offered to encourage 
systematic saving. First, establish a savings’ bank account, 


Acceunts Cannot Be Opened for These Nominal Amounts 


no matter how small. Keep an accurate account of your salary 
and all your expenses. One of the bookkeepers in your own 
store will show you how to keep this account accurately. Each 
week analyze this account carefully, and compare the necessary 
with the wasteful expenditures. 

You are striving to make yourself 100 per cent efficient. 
Don’t let the lack of ““THRIFT” stand in the way of your 
progress. Free yourself forever from this nightmare which 
hangs like a millstone around so many people’s necks. 

Your employer values the thrifty man or woman. He knows 
full well, that they will conserve his property as they do their 
own. The thriftless employee is always the wasteful employee. 
When it comes to promotion, “THRIFT” often counts for 
more than spectacular ability. 

The thrifty man is accumulating a double reward: What 
are you doing about it? Are you neglecting this element of 
success? 















BOOT AND SHOE RECORDER Feb. 17, 1917 














Feb. 17, 1917 


“THE GREAT NATIONAL SHOE WEEKLY” 37 








== 

















F the shoe findings department is to 
become a profit-maker on more than 
a very small scale, the shoe merchant 
cannot rest satisfied with leaving the 
goods to sell themselves. He must 
put aggressive selling methods into 
this branch of his business. 

In the very large stores—particularly in the biggest 
cities—this department is an important and profitable 
one. Because many of the smaller stores realize that 
they cannot duplicate the business of the big fellows, 
their efforts to push shoe findings are limited to filling 
a silent salesman with these lines and leaving the 
goods themselves to do the rest. 

Such stores do some findings business. They make 
some money on it. That is because findings—most 
lines at least—are fairly staple. Without any par- 
ticular effort, the average small dealer can sell a fairly 
definite quantity of shoe polish every month. This 
simply means that a certain proportion of the people 
of his community, for esthetic or economic reasons, 
have formed the habit of polishing their shoes more or 
less regularly. 

To appeal to these people a dealer can put into his 
window a display of shoe polish with a card: 





SHOE POLISH, 10c. 











Such a card will interest the people who habitually 
use shoe polish. 
Vary the card, however, to read: 





SAVE MONEY BY SAVING YOUR SHOES 


BRIGHTEN YOUR LOOKS BY SHINING 
YOUR SHOES 


ONLY 10 CENTS 











Here is an appeal to a lot of people who don’t 
habitually use shoe polish, but who can, with a little 
effort, be trained into this habit. 


. 


OF STORE TINDINC 


ay 


ACCESSORIES 


= LT OPS ON RITE 


Never Were Shoe Accessories More Needed 
by the Public---Present Prices Make Findings 


Profits Better Than Ever 


A Little Effort—a Big Harvest 


In this direction there is a wide field for the mer- 
chant to develop. Most people do not shine their 
shoes as often as they should. Shining the shoes at 
least once a day is a habit that any except the most 
careless individual can learn—and will learn, if the 
merchants will join hands to teach him. 

With other findings lines—such as rubber heels, 
fancy polishes, brushes, daubers, insoles, heel cush- 
ions, arch supports, foot comfort preparations and 
devices, and ladies’ and children’s footwear acces- 
sories—the field awaiting the aggressive merchant is 
far larger. 

To sell goods, a prime essential is to let people 
know that you have them. 


Getting the Message Across 


A good principle is to give the findings department 
a little share at least of your advertising space. One 
merchant features findings right along. He uses 12 
inches’ space daily. A part of this is fenced off by a 
neat border. Inside the border is a brief descriptive 
reference to just one findings line. ‘White polish, 
applied in a minute, cleans perfectly, just the thing 
for white shoes—25c.’’—this, or a slightly longer or 
perhaps shorter message, is a daily reminder to news- 
paper readers. 

So, too, another dealer who circularizes regularly 
makes a point of sending out several letters in the 
course of the year emphasizing the value of polish. 
Polish regularly used saves the shoes, keeps them neat 
and bright, is sanitary, saves its price several times 
over in added wear. Such an argument in an age of 
high shoe prices is very appealing. Featuring polish, 
the circular refers incidentally to other findings lines. 


A Feature in the Store 


“Tell the people what you have” applies even 
more strongly to playing up the goods inside the store. 
To begin with, the goods can be given a share of 
‘window display. Thus, one merchant who has two 
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Griffin Queen Quality Dressing 
Self Polishing, for Women’s and 
Children’s Black Shoes; contains Oil 
| el preserves the Leather. 7 oz. 
ottie. 


$20.00 Gross $1.75 Doz. 








SOFTENS THE LEATHER 
AFTER THE RAIN} 


GRIFFIN MFG..CO. | 


69 MuRRAY $ 














Griffin’s Glazed Kid Cream 
In Blue, Black, Light Gray, Pork 
Gray, Brown, Green, Red, Whi 

Ivory, Champagne 


Cleans--Colors--Polishes 
Is to the Leather what Cold Cream is 
to the Skin. 3 oz. Bottle in Beauti- 
fal Lithographed Carton. 
Price, $16.00 Gross $1.40 Doz. 

















Griffin Patent !Leather Cream 
Made in both White and Black for 
cleaning and polishing all tent 
leather’ shoes. A preventative, for 
cracking 


$16.00 Gross $1.40 Doz. 
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GOOD SHOES NEED GOOD DRESSINGS 


GRIFFIN 


SOLVES THE PROBLEM 
THERE IS A KIND FOR EVERY SHOE 





Griffin’s White Kidine 
An effective and safe cleaning an 
whitening fluid that cleans all + 
kid and white calf stock 
Small Size, $11.00 Gross 


95e Doz. 
Large size, $18.00 Gross 
$1.60 Doz. 


it ffin pt pow 


CLEANS AND RECOLS 





Griffin Suede Powder 
can, White, 


A powder cleaner for nappy leathers apes tp 
Light, Dark and Pearl Gray, Brown, Node awn, Field Mouse, 
Gray-Fawn. Piece of Towelling for applying included. 


$16.00 Gross $1.40 Doz. 





Griffin Quick Cleaning Fluid 
cleaning Silks, Satins, White and 
Ecioved Chet Top Shos"—Non-bure 


$20.00 Gross $1.75 Doz. 





Griffin Magical Powder 


One of the two accepted w slconing colored suede, 
Nubuck and ee y leathers. "Whice Light af a 


Pearl, Brown, Fawn, Field Mouse a 
Piece of et yy for applying included 
$11.00 Gross 


rsllaaiy| 
95e Doz. ee 
IDEAL 


Write for new catalog for description of 
complete line. 


If your findings jobber cannot supply 
you, we will 


Griffin Mfg. Co., 1. 


Established 1890 


"67-69 Murray St. NEW YORK 
Conntige + 7 = pelea ep Teta’ = Hordty Co. 


Western Office 
33 Minna St., San Francisco, Cal. 
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display windows, a large one and a small one, gives 
his small window right along to findings. Another 
who had a single large window on one side of the door 
and on the other a blank wall, had built on the wall a 
shallow glass show-case, in which findings lines are 
displayed. 

The average store front costs the merchant a_ lot. 
When he pays $100 a month for a certain store, he is 
often paying approximately $20 for accommodation 
and $80 for location. It is up to him, therefore, to get 
every possible cent of return from his window space; 
and if he can add to it at slight initial expense, it is 
good policy to do so. 

To get the best results from window displays in- 
volves not merely the display of goods, but the use of 
show cards. 

The Emphasis of Show Cards 


In these cards it is not enough to give the name of 
the article and the price. Drive home some argu- 
ment—some lesson—some idea that will stick in the 
memory of the passer-by. Thus: 





SHOE POLISH MEANS 


_ Handsome shoes 
Comfortable shoes 
Shoes that Wear 


Only 10c. 











There’s the lesson driven home in a few words. 

As a rule, a good show card needs to be tersely put. 
The average man will stop to read a slogan; he ‘will 
pass by a sermon. Yet some merchants have had 
good results from cards that go into details and argue 
the whole question out—that tell just why the shoes 
are benefited by regular polishing. In such cards an 
essential is a catchy, striking line in big type; some- 
thing that will arrest the attention instantaneously, 
arouse the curiosity, and induce the man in the street 
to read farther. 

A Reminder for Customers 


Inside the store, the line can be displayed promi- 
nently to good advantage. Here, too, show cards will 
be very helpful. One merchant who handles findings 
on a small scale has a show case with these lines right 
inside the door. Every customer has to pass that 
show case. A show card on top: “Have You Forgot- 
ten Something?”’ helps to arrest the eye. If there is 
anything on display that the customer has forgotten, 
a purchase is pretty sure to follow. 

In regard to interior display, the sales table is help- 
ful, and will appeal to the merchant who doesn’t care 
to give much time to findings. 

The sales table is one of the corner-stones of the 
success of the 10-cent store. Many hardware dealers 
and dry goods merchants now use these tables to dis- 
play lines ranging from 5c. to 50c. Shoe findings 
have about the same range. Displayed in silent 
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salesmen or in ordinary shoe cases, they are kept 
clean and bright, which is an advantage. Neverthe- 
less, some dealers have found it worth while to use 
wide, flat-topped tables. A price card is put on every 
line, or the table is divided into 5c., 10c., 15c., 25c. 
compartments and the goods arranged accordingly. 
Show cards similar to those devised for window dis- 
play are used, and explain the goods. This method 
of displaying saves the salesman’s time; the goods 
practically sell themselves. Customers are able to 
examine them closely, and the cards answer all or- 
dinary questions. 

Any of these methods is within the reach of any 
merchant. He can elaborate them to suit his indi- 
vidual circumstances. The main essential is: “Show 
the goods and talk the goods.” 


Publicity to Foster Industry 


Take the Public Into Your Confidence and 
Explain Conditions 


Telling the public, a text on which the ‘‘Recorder” 
frequently discourses, has a novel example in Lynn, 
the shoe city. Manufacturers there are taking gentle- 
men of the press into their confidence. William H. 
Gove, president of one of the largest manufacturing 
concerns in Lynn, and one of the country’s biggest 
advertisers, made the point-blank statement that 
manufacturers and publicity men are partners in 
business, and that they should work hand in hand 
for promoting publicity and the public welfare. His 
concern, by the way, spends $500,000 annually for 
publicity. So there is real substance to his words. 

Mr. Gove opened his factory to gentlemen of the 
daily press the other day, showed them everything 
from cellar to roof, gave them a banquet in the fac- 
tory, and then showed the trip through the factory 
with a moving picture film. Besides, the superin- 
tendent described the manufacturing processes from 
the raw material to the finished product. 

The gentlemen of the press made haste to repeat 
the good news to their friends, the reading public, 
and soon they were circulating columns of excellent 
reading matter telling of the progress and of the 
importance of the position of one manufacturing 
industry in the community. 

James A. Emery, general counsel for the National 
Association of Manufacturers, speaking at Boston 
Boot and Shoe Club, in November, urged manu- 
facturers to seek publicity that would foster the 
spirit of industry. The “Recorder” has several times 
urged manufacturers and shoe merchants to take the 
public into their confidence, and to explain their 
position to the gentlemen of the press from time to 
time, particularly the work of associations, both local 
and national. It looks as if such advice were being 
heeded in Lynn, and the results from it prove it 


_ good advice. The publicity pays not merely interest, 


but it compounds. 
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Better than Leather 


Nedlin has arrived. 


Retailers who are waiting for a further demon- 
stration of its merit are simply postponing the day 
when they must acknowledge the merchandising 
superiority of Nedlin. 


To further delay specifying Nedlin on your shoes 
is becoming less conservative rather than more so. 
And it is not economy. 


Not economy, because Neélin, first of all, is vastly 
better as a sole than the leather soles most shoes 
now get. 


Not economy, because shoe wearers in increas- 
ing thousands daily are asking their shoe dealers 
for Nedlin-shod shoes. 


It is quite true, as other shoe retailers have told 
you, that Nedlin-soled shoes do sell more quickly 
than ordinarily soled shoes. 


Finger a Nedlin-shod shoe. Note its sole flexibil- 
ity—so cozy and comforting to tender feet the 
first time the shoe is put on. 


Customers do not rebel at breaking in a shoe 
when that shoe is Nedlin-soled. 
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'HIS boy’s shoe, made by the Tomahawk Shoe 
Co., Tomahawk, Wisconsin is strongly for- 
tified against the hard usage to which boys’ 
shoes are often subjected. It is McKay sewed 
and loose-nail fastened. 





{UISKAMP Bros. Company of Keokuk, Iowa 

carry this gunmetal calf bal in stock. Style 
No. 1458 and has. a white Neblin Sole and 
rubber heel. 
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And then the soft-cushioned, silent, slip-proof 
tread — how cheerfully wearers welcome these 
extra shoe sole features. 


But these qualities are only the apparent ones — 
the ones you can see and feel. 


Nedlin should be worn to appreciate all its 
benefits. 


The benefit of absolute water -tightness — a 
blessing on muddy or slush filled streets and 
sidewalks. 


Uppers can become soaked, that’s true, but 
never a sole of Nedlin. Dry they remain in any 
sort of weather, and never stiffen or harden out 
of their original shapeliness. 


And the hurtful, cramping effects of leather-soled 
footwear are gone with Nedlin Soles. Instead, 
people are getting true foot-freedom from this 
scientific sole-wear, which strengthens the foot 
muscles in natural foot-free action. 


Test Nedlin’s selling cost side by side with old- 
day footwear. Let your salesmen’s report sheets 
show which shoe sole brings shoe sales. 


The Goodyear Tire & Rubber Company 


Akron, Ohio 





Send out your Nedlin-soled shoes with 
Neolin price tags for retailers’ use. We wiil 
gladly send you a full supply on request. 
They are beautifully printed in four colors 
with ample space for retailers’ price marks. 




















THE Milwaukee Shoe Co., Milwaukee, Wis., 

have been very successful with their line o7 
“Farm Shoes.”? These shoes have the Neolin 
Soles fastened with brass nails and the nailing 
is done on the regular “‘loose-nailing’’ machine. 
The edges are afterwards Goodyear Stitched to 
prevent the edges from rolling up. Shoes made 
in this manner and with Nedlin Soles are bound 
to be in more general use for rough wear. 

















GUNMETAL bals with White Nedlin Soles 
and rubber heels have been very popular this 
year and this style 1070 made by the O’Donnell 
Shoe Co., St. Paul, Minn., is not the least of 
these in attractiveness. This particular style 
has the welt set and wheeled and offers a sharp 
contrast to lines where this is not done. 
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QUALITY 
BUILDS PRESTIGE 


The store whose first 
aim is to sell satisfac- 
tion has no trouble 
selling merchandise. 
The wise merchant 
knows this and realizes 
that the greatest factor 
in success today is the 
Quality of what he 
sells. 


Gordon | 


HOSIERY 


is quality merchandise that is 
a prestige builder for your 
entire store. 


When you sell Gordon you 
sell satisfaction first. 


You hold the absolute confi- 
dence of your old customers 
—and gain the new ones that 
give your business its steady 
growth. 

That is why more merchants 


are concentrating on Gordon 
than on any other hosiery line. 


| aun Durrell’ Q 


: Boston New York Chicago 





The blending of 
cloth and leather 
is the thing in 
women’s shoes 


for Spring. 











A. F. Smith’s glove fitting foot- 
wear has been a brand of distinc- 
tion for more than fifty years. 





SALES ROOM, 207 ESSEX ST., Room 301, BOSTON. MASS. 
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Voie SHOE. & LEATHER 


The BEST and BRIGHTEST Shoe 
and Leather Trade Paper in Europe 


Circulates amongst the biggest buyers of 


Shoes, Leather, Machinery, Find- 
ings, and all accessories in Shoe, 
Leather and Tanning Materials 


The effective staff is composed of prac- 
tical men of large experience and will 
give advice on business propositions. 


The EDITOR of the “RECORDER” 
will tell you all about us 











EDITORIAL AND BUSINESS OFFICE 
4 and 5 South Place, London, E. C. 


COPIES WEEKLY POST FREE TO U.S. A. 
244 Dollars per annum Prepaid 








PTT 
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Jotel la Salle, 


Chicago’s Finest Hotel 





EE ——— eee om 


A few hours, or a few days spent at HOTEL LA SALLE 
afford a refreshing relief from the tedium of the business 
or pleasure trip. The most exacting guest finds his wishes 
anticipated, both in the essential comforts and in the 
finer points of service. 





We are familiar with the requirements of the Shoe Trav- 
eling Men;—with the assistance of our popular LA SALLE 
shoe racks at HOTEL LA SALLE, shoe men can display 
a line of 240 shoes in 18 feet, 160 shoes in 12 feet or 90 
shoes in 6 feet of sample space. 












\\ The central location—La Salle at Madison eae 
h you in close touch with the city’s activities. 


RATES 


One Person Per Day 


Room with detached bath, $2.00, $2.50 and $3.00 
Room with private bath, $3. 00, $3. 50, $4.00, $5.00 


Two Persons Per Day 


Room with detached bath $3.00, $3.50 and $4.00 
Room with private bath— 
Double room 3 $5.00 $8.00 
Single room with double bed $4.00, $4.5 50,'$5.00 


Two Connecting Rooms with Bath 


" 


Two persons ‘ ‘ . $5.00 to $8.00 
Three persons. ‘ -. 6.00 to 9.00 
Four persons . ‘ . 7.00 to 12.00 


1026 rooms—834 with private bath 


— gees, 5 - ee <a y . 
hie ee cle Yay ote. are). 
rt us } i | a + Wo = 

—— — " f, ) y / Le - 46% Pes ‘a = 








Chicago’s Finest Hotel 


eg” 0: ee *y La Salle at Madison Street 


ERNEST J. STEVENS, 
Vice-President and Manager 
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The Kelly does it best! 


It puts on buttons speedily, firmly and 
economically ! 


It takes up but a few square feet of room—is always 
ready and changes the buttons on a pair of shoes in a 
wonderfully short time. 


Note the EXCLUSIVE features! 


An adjustable button shute—running buttons off all sizes and styles 
(Milos, pearls and fancies). 

No tubes —to be mislaid. 

A double hopper—with two styles of buttons ready for use. 

A fastener regulator—Adjustable to make buttons loose or tight. 

A safety guard—Preventing the scratching of patent tips. 

A pointer —showing just where the button will be placed. 


WRITE US 


constr’ KELLY BUTTON MACHINE CO. 


with 100 coils of wire free,—less 


——ee ee NORFOLK BOARD OF TRADE BUILDING VIRGINIA 





PUTTY LL TTL 





‘The New Style Arctic Buckle «“SURE-LOCK”’ operates just exactly the opposite from 
the old-style. The Old Style Buckle goes UNDER the slotted plate. The New Style 
Buckle goes OVER the slotted plate and hooks down into it. 





iii iii iii iiiiiiiiil 4 


The Advantages of the Sure-Lock Buckle: No projecting ends to catch. A wire bolt, giving it great strength. 
It locks under all conditions. Cannot be clogged with ice, sand or dirt. A positive motion to unlock it. 
Can be unlocked with gloves or without gloves. Not dependent on its spring to keep it locked. Does not 
require the fingernail to open it. Has a smooth surface. Keeps its alignment. Very neat in appearance. 
Simple in operation. Greater adjustment than any other shoe buckle. 
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LEVOR BUCK. i 


Made of Cabretta skins finished on 
the flesh side. Chrome tanned. .. 
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The most attractive topping stock for 
high class shoes . Oo , 
v In desnable fashionable shades. deal in appedlance. 


ere FAV O) Sr OO) AWE Rive 
Manufacturers, GLOVERSVILLE.N.U. 
NEW YORK, 88-90 GOLD STREET. 
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MASON’S BLACK 
DRESSING 


Self-polishing, clean and 

convenient. Fast dye; will 

not come off; renews the 

appearance of the shoe. 
Large Size 

$1.65 Doz. $18.00 Gross 
Small Size 

85c. Doz. $9.00 Gross 
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A Renovator], 

: Torn 

White Shoes 
—THAT— 


nepeeeeesn erro 
JAS. S. MASON co, 
134-140 N. Front St, 








A 


MASON’S WHITE 
DRESSING 
Can be used for any ma- 
terial of which white shoes 
are made. Cleans as well 
as polishes and will not rub 
off. 
Large Size 
$1.65 Doz. $18.00 Gross 
Small Size 


85c. Doz. $9.00 Gross 


Send for Samples 


JAMES S. MASON CO. 


134-140 N. Front St., Philadelphia 


Norwich 


Fixtures 


Sell More Shoes 


The use of Nor- 
wich Fixtures, not only 
enables you to make bet- 
ter displays, but the high 


reputation they bear insures per- 
fect satisfaction and full value for 
every dollar expended. Send for 


our catalog. 


The Norwich Nickel & Brass Co. 


NORWICH, CONN. 


NEW YORK 
712 Broadway 


SALESROOMS BOSTON 


26 Kingston St. 


85c. Doz. 
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FOUR WM[ASON pnzessines 
. THEY SPEAK FOR THEMSELVES 


The absolute purity of our goods has been a matter of busi- 
ness policy since the establishment of this house in 1832. 


MASON’S TANSHINE 

CLEANER 

A eombination liquid and 

paste dressing for tan shdes. 

Covers cuts and creases and 

gives a lasting and brilliant 

polish. Contains no acid. 
Large Size 

$1.65 Doz. $18.00 Gross 
Small Size 


$9.00 Gross 


MASON’S NEUTRAL 

DRESSING 

A cleaner for all cloth or 

kid tops of any shade. Free 

from acid and absolutely 

safe in use. 
Large Size 

$1.65 Doz. $18.00 Gross 
Small Size 

85c. Doz. $9.00 Gross 


The oldest and most influential British 
shoe and leather trades paper. Es- 
tablished nearly half a century. 


Conducted by a strong staff of reliable 
business men with practical knowledge 
of all branches of the trade. 


The “Journal” is known throughout the 


world. 


Our experience is at your service. 


Foreign Subscription $3 a Year 


REPRESENTATIVES for U.S. A. 


FRANKLIN P. SHUMWAY CO. 
453 WASHINGTON ST., BOSTON 
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THE ONE STAPLE THING IN 
A MASS OF UNCERTAINTY 


All materials used in the making of shoes have increased from 5 to 





150 per cent in the year ending March 1, 1916; but the cost of the 





use of the wonderful and intricate leased machines which make 
possible the economic production of modern footwear remains the 








same. The only changes in the past 15 years have been downward. 











ROYALTY IN CENTS 


President Sidney W. Winslow of the United Shoe 
Machinery Company, in the United States District 
Court, in Boston, on January 13, 1914, made the 
following statement under oath, with regard to the 
royalty paid by a shoe manufacturer at the time the 
suit was brought against the Company in Decem- 





ber, 1911: 


“The average royalty paid by a shoe manufacturer 
for the use of all machines furnished by the Com- 
pany in the manufacture of all types and grades of 
shoes is less than Two and Two-Thirds Cents per 


pair.’’ 











Every student of trade conditions will be interested in the group 
of handsomely illustrated booklets which we are glad to send free 
to those who request them. 





UNITED SHOE MACHINERY CO. 
Boston, Mass. 
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Are Sane Gusta Wearing Frayed Ends? 


Do They Enjoy Twisting and Pushing a Piece of Fuzzy 
String Through Small Eyelets? 


You can easily gain their good will and future orders by selling them 
the best shoe lace made. 


“HUBTIP” “SiN ae SHOE LACES 


EVERY PAIR PACKED IN AN ATTRACTIVE SINGLE PAIR CARTON. 72 CARTONS 
IN A HANDSOME COLORED CABINET WITH COUNTER DISPLAY EASEL. 


r \ a" 


f 
= PAT. OCT. 18 1804 


metal in the = of “HUBTIP” Shoe Laces onsequently, they 
in aiways & permanent lack . Never Siig ip. 
Sade of fast color braid, will wear twice as long as ordinary lace 


‘“*“HUBTIPS’’ iaieae Look New, Are Fast Color 
GUARANTEED TO 
NEVER PULL OFF NEVER FRAY OUT NEVER WEAR TINNY 


Made in 27, 30, 36, 40, 45, 54, 63, 72 inch lengths. Put up also in cabinets of assorted lengths. 
Colors, Black or Russet. Send us your order now for trial cabinet. 


Frank W. Whitcher Co. = Boston, Mass., and Chicago, Ill. 

















| Hotel Imperial 


Broadway and 32nd Street, 


THE HUB OF NEW YORK 


At Herald Square, the radial center of transpor- 
tation to all parts of the city. One block 
Pennsylvania Station; a few minutes from 
Grand Central Terminal. Subway, Surface 
and Elevated Service direct to the hotel, which 
is in the midst of the fashionable theatre and 
shopping districts. 


HEADQUARTERS FOR THE SHOE 
TRADE 


600 rooms single or en suite 
Single Rooms $1.50 per day and up 
With Bath $2.00 per day and up 


Try our new popular-priced restaurant. 
An innovation in one of Broadway’s 
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Insurance With A Profit 


Are you getting your share? 


The Fitchburg Mutual Fire 
Insurance Company has saved 
its policy holders $1,500,000 
in dividends. 

We make satisfactory ew 
ments and pay all losses 
promptly. 

From us you can obtain the 
strongest kind of protection. 


Fitchburg Mutual Fire 


ETT 


Leading Hotels. 
Insurance Company Write for booklet giving rates and full 
(70 Years Old) particulars 


FITCHBURG, MASS. 


Middle West Representative, Mr. W. B. ACKMOODY 


J. OTTO STACK, President 
WILLARD D. ROCKEFELLER, Manager 
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AERICAN 
feaoe WEL Tras 


PATENTED PROCESS RIGHTS CONTROLLED BY THE AMERICAN 
WELT PROCESS CO., DOVER, N. H. 
PAT. MAY 4, 1915 











THE TEST OF TIME 


AND THE 


TEST OF WEAR 


Has been applied to over 1,000,000 pairs 
of American Welt shoes—and not one pair has been 
returned through any fault of the process. 





This process, made with the reinforced welt, 
stands a pull of 113 pounds to the square inch, 
whereas, the various imitations of our process 
made without the reinforced welt, breaks the 
welt at an average pull of 50 pounds to the 
square inch. 


THE AMERICAN WELT PROCESS is stronger, more 
satisfactory, more efficient and costs no more than any of 
its imitations. 


This process was originated and perfected in our factory and it is 
natural that we can make shoes by this Process and make them right. 


Just remember, over one million pairs ofp AMERICA N WELT SHOES have gone 
forth and made good without a single comeback! 


AMERICAN WELT SHOES are sold by the leading jobbers of the country. 


If your nearest jobber doesn’t handle them, write us. 


FARMINGTON SHOE MFG. CO. 


DOVER, N. H. 
BOSTON OFFICE - - - - . 207 ESSEX STREET 
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GOOD GOODS 


have a good reputation 


WALES-GOODYEAR “BEAR BRAND” 


rubbers have always served the 
wearer well. They represent all 
that is best in rubber footwear--- 
the best of material, scientific 
construction, up-to-date style, and 
the appearance is neat and trim. 


' 
\ 
\ 
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Mr. Dealer, we have sufficient good 
reasons for urging you to handle 
this Ime. 


Wales-Goodyear Shoe Co. 


‘NAUGATUCK, CONN. 


: 
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Look for the Bear It’s always there 
: 
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Boots and Shoes 


The weather throughout the country still compels 
the wearing of rubber overshoes, and the lateness of 
the season favors the sale of an additional pair to 
every retail consumer. The result is noticeable at the 
jobbing houses and secondarily at the factories. 
There are producers of rubber footwear who can keep 
their factories running to normal capacity from now 
till next September if they do not receive an additional 
‘order before that time. This is a remarkable state of 
affairs, and therefore the reports of additions and 
enlargements of factories, and the establishment of 
new ones, are received without surprise by those 
posted in the extraordinary situation of the trade at 
this moment. 

Tennis Lines 


There is nothing specially new which can be said 
regarding the tennis situation. The manufacturers are 
busy, with orders ahead sufficient to cover their whole 
productive capacity for several months. Meanwhile 
the marked advance consumer demand at the south- 
ern resorts are indications of the busy season, further 
north, later. The call for high grade footwear in these 
lines is far ahead of any previous season, and this is 
deservedly so, for the goods are more snappy and 
stylish than ever. 


Soles and Heels 


One need only look through the pages of the “Re- 
corder’’ to see how steadily and how speedily the trade 
is taking to footwear bottomed with rubber, mean- 
while the public is being educated to the desirability 
and durability of rubber (alone or with fibre) for shoe 
soles and heels. The number of manufacturers of such 
soles and heels is increasing, and all seem to find a 
market for their lines. 


Crude Rubber 


Prices have been higher the last two or three months, 
because of the delay in ocean transportation, between 
the Far East and London. Formerly, under normal 
conditions, a shipment of rubber could be brought 
from Singapore to London in 45 days. Under prevail- 
ing conditions, up to the placing of the recent U-boat 
_ blockade, it was not unusual for a cargo to be in 
transit for three months. There was also a consider- 
able delay between London and New York. Against 
a voyage of seven or eight days, often twenty-five 
days have been required in recent months. Therefore, 
in spite of an increased production of plantation rub- 
ber, these conditions have enabled speculators in 
London, and also in this country, to bid up prices 
without buying very much of the product. 

Reports are rife that a certain New York house, or 
combination of houses, is endeavoring to corner the 
available spot supply of plantation rubber, and that 
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The Rubber Realm --~ * 


this is having its effect on the market spot prices. Cer- 
tain it is that prices are steadily rising, and while we 
give ruling prices at time of going to press, they 
may not be rates at which transactions are put 
through when these pages are in the hands of 
readers. 

We quote: Upriver fine, 87c.; islands fine, 80c.; 
upriver coarse, 57c; islands coarse, 38c.; caucho ball, 
57c. for upper, 51c. for lower; cameta, 40c.; Centrals 
and Mexicans, 47 to 52c.; guayule, 40 to 42c.; first 
latex pale crepe, 93 to 934c.; smoked sheet, 92c. 


Scrap Rubber 


The market is easier and dealers are reducing their 
offers to collectors. Boston dealers are paying 9 to 
93c. but Buffalo and Philadelphia dealers refuse to 
go above 9c., and some will pay only 8c. for scrap 
shoes, and for close-trimmed arctics, 63c. The time 
approaches when scrap shoes are likely to be plentiful 
and stil] lower prices may be anticipated. 


Rubber Notes 


Mr. Butterworth, of the Marion Rubber Com- 
pany, Marion, O., was in Boston, the first of the 
week. 


W. E. Piper, superintendent of the Boston Rubber 
Shoe Co., Malden, gave an interesting talk to a class 
of young men at the Young Men’s Christian Union 
last Wednesday evening. 


The new catalog of the Apsley Rubber Co., like all 
previous ones is a handsome piece of trade typography, 
containing 76 pages of descriptive matter, finely 
illustrated with halftones, showing the wide range of 
rubber footwear made by this company. Each style 
is pictured, the styles and treads of lasts shown; the 
red and the white specialties appropriately printed, 
and the Rock Hill line given prominence. The cover 
of light blue is printed in dark blue and gold. Sup- 
plementing this is a packing schedule, a separate 
pamphlet, showing sizes and assortment packed in 
each case as regular runs. 

The following telegram was sent to President Wilson 
by Samuel P. Colt, president of the United States 
Rubber Company, from the company’s head offices 
at 1790 Broadway, New York: 


‘‘New York, Feb. 3, 1917. 
“‘To the President, 
*‘Washington, D. C.: 

“The manufacturing and distributing resources of 
the United States Rubber Company and its subsidi- 
aries are at the service of the government of the 
United States at this time. I have so advised the sec- 
retary of war and the secretary of the navy. 

“United States Rubber Co., 
“Samuel P. Colt, President.’ 











v1 


TTT 


i 


bo | 


Milli iiiiiiiity 


2 





Standard Straight Needle Stitcher 


CHAMPION SHOE REPAIR MACHINERY 
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OVER $100,000,000 


was done last year in Shoe Repairing. 
Did you get your share? 


CHAMPION Shoe Repair Machines are 
Standard in Working Efficiency—Over 
15,000 in use—There is a reason for it. 


CHAMPION Line of Machines consists 
of Straight Needle and Awl, and Curved 


Needle and Awl Stitchers—Repair Out- 


fits and Nailing Machines. 
Largest Line in the Market. 


CHAMPION MACHINES are Sold Out- 
right for Cash or on Time Payments. 








Please give me particulars 





CHAMPION SHOE MACHINERY CO.., 


Ne cick: dds ts cbAun bac Patatet ce ru nee lon eres aneene 
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Big Money In 





Ideal Curved Needle and Awl Stitcher 


Write us for Catalog and Prices 


CHAMPION SHOE MACHINERY CO. 


3723 to 3741 Forest Park Blvd. 
ST. LOUIS, MO. 






There’s 





Mr. W. T. Bryan of the Bryan 
Shoe Shop, Philadelphia, Pa., 
says ‘‘From a number of points 
in my store, I have your Wire 
Line Parcel Carriers. These 
have proven so dependable and 
work out to my advantage to 
so great a degree that they 
are indispensable. 











Lamson Carriers are just as 
necessary to your business as 
they are to Mr. Bryan’s and 
they will bring you the same 
results. 


Why not look into this mat- 
ter of service today? Simply 
drop us a card and we will show 
you what Lamson Carriers will 
do for your store. 


THE LAMSON COMPANY 


Boston, Mass. 


Are Indispensable 








CHIROPODY 


Hundreds of former shoe m 
have successfully mastered the sci- 
ence, and many are making up to 


$5,000 PER YEAR 


in this dignified, 
growing profession. 

Our course is easy but thorough, 
takes only eight months, and the 
student can arrange to earn his way 
by working in Chicago shoe stores. 
We help y Fe do this. Graduates 
receive a diploma, conferring the 
degree of D.S.C. (Doctor of Surgical 
Chiropody) and are prepared to 
ass any State Board examination. 
- today for literature giving de- 
tails 


Illinois College of Chiropody 
1321 North Clark Street 
CHICAGO 


interesting and 
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Retail Association News * ¢ ¢ 


A GOOD MEMBER’S MOTTO 


**J will not condemn Association work for not meeting my expectations unless I personally give some 
time, thought and diligent effort to help secure results. I will make my co-operation more than a name. 
Co-operation in Association work means better friendships, a wider acquaintance, broader horizon, newer 
ideas and better business. I owe it to myself to aid in the accomplishment of Association aims.” 


Progress of Toledo Convention Plans 


Members of the Ohio Retail Shoe Dealers’ Asso- 
ciation have practically completed all arrangements 
for their gigantic annual convention and exposition to 
be held at the Toledo Terminal Auditorium, March 
6, 7, 8, 9. With the Ohio dealers all the members from 
adjoining states, including Michigan, Illinois and 
Indiana, will attend. The leading manufacturers of 
shoes and accessories have arranged an exhibition of 
wares that is expected to acquaint not only the trade 
in general, but the public as well. 

The massive Terminal Auditorium which exceeds 
in floor space Madison Square Garden, will present a 
bower of beauty to the shoe dealers. Already Manager 
H. V. Buelow has a large corps of artists at work 
decorating the interior of the immense structure. The 
interior will be of white for the walls and ceiling. 
Against this background will be more than 20,000 
high powered electric globes flooding the various 
booths with brilliancy almost equal to the Summer 
sun-light. 

Around the ceiling and to break the glare of the 
brilliant lights will be.strung 50,000 feet of genuine 
laurel. Interwoven with this will be 25,000 large red 
roses. These latter now are being manufactured by 
a corp of young women. 

The various booths are being arranged on a def- 
inite plan outlined by Manager Buelow to the officers 
of the Toledo Shoe and Leather Club who are assist- 
ing in making the preliminary arrangements for the 
big convention and exposition. All the booths will be 
of white with occasional green to relieve it. 

According to estimates now at hand by local officers 
of the Ohio Retail Shoe Dealers’ Association, five 
thousand shoe dealers from adjacent states will at- 
tend the convention here. Every facility for taking 
care of them has been made. Arrangements at the 
Terminal building have been provided for the busi- 
ness sessions apart from the exposition. 

Following is a list of reservations of space at the 
Exposition booked up to last reports: 


Simmons Boot & Shoe Co., Toledo, Ohio; Candee 
Rubber Co., Toledo, Ohio; Ainsworth Shoe Co., 
Toledo, Ohio; R. H. Lane & Co., Toledo, Ohio; E. G. 
Shawaker & Co., Toledo, Ohio; Toledo Button Ma- 
chine Co., Toledo, Ohio; The Menihan Co., Rochester, 
N. Y.; Weyenberg Shoe Mfg. Co., Milwaukee, Wis.; 
United Shoe Repairing Machine Co., Boston, Mass.; 


Sullivan Shoe Co., Cincinnati, Ohio; Maun & Lougin- 
ni Shoe Co., Cincinnati, Ohio; Hood Rubber Co., 
Watertown, Mass.; Stetson Shoe Co., So. Weymouth, 
Mass.; C. H. Alden Co., Abington, Mass.; Dalton 
Shoe Co., Brockton, Mass.; H. B. Parker, St. Louis, 
Mo.; O’Sullivan Rubber Co., New York, N. Y.; I. T. 
S. Rubber Co., Elyria, Ohio; Brandau Shoe Co., De- 
troit, Mich.; Harris & Goldman, Toledo, Ohio; Brown 
Shoe Co., St. Louis, Mo.; Chas. A. Eaton Co., Brock- 
ton, Mass.; Scholl Mfg. Co., Chicago, Ill.; Goodyear 
Tire & Rubber Co., Akron, Ohio; Converse Rubber 
Co., Chicago, Ill.; H. R. Oliver, Baltimore, Md.; 
Wizard Foot Appliance Co., St. Louis, Mo.; Miller 
Rubber Co., Akron, Ohio; W. B. Coon & Co., Ro- 
chester, N. Y.; Upham Bros. Co., Stoughton, Mass.; 
United States Rubber Co., New York, N. Y.; Riley 
Shoe Mfg. Co., Columbus, Ohio; Peters Mfg. Co., 
New York, N. Y.; B. F. Goodrich Co., Akron, Ohio; 
Selby Shoe Co., Portsmouth, Ohio; M. N. Arnold 
Shoe Co., No. Abington, Mass.; Weber Bros. Shoe Co., 
North Adams, Mass.; Mishawaka Woolen Co., Mish- 
awaka, Ind.; Kelley Button Machine Co., Norfolk, 
Va.; McElwain Columbus Co., Columbus, Ohio; 
E. T. Wright & Co., Rockland, Mass.; N. B. Thayer 
& Co., East Rochester, N. H.; Western Shoe Co., 
Toledo, Ohio; United States Rubber Co., Toledo, 
Ohio (Branch); United Shoe Machinery Co., Beverly, 
Mass.; United Shoe Machinery Co.; Wright & Peters 
Co., Rochester, N. Y.; Plaut-Butler Co., Cincinnati, 
Ohio; Hazen B. Goodrich Co., Haverhill, Mass.; 
Dayton Last Works, Dayton, Ohio; Johansen Bros. 
& Co., St. Louis, Mo.; Streit Mfg. Co., Cincinnati, 
Ohio. 


New York Retail Merchants Discuss 
Trade Topics 


The regular meeting of the New York Retail Shoe 
Dealers’ Association was held on Wednesday, Feb- 
ruary 7th in the wholesale house of L. Fried. 

Several new applications for membership includ- 
ing that of the Wanamaker store through its New 
York head were presented and acted upon, and com- 
mittee reports dealing with the forthcoming banquet 
of the association which will be held in April were given. 

An open discussion was held upon the subject of the 
bill introduced into the Legislature of Albany by 
Assemblyman Caulfield on the well recognized ‘“‘pure 
shoe”’ lines. There seems to be no question on the 
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part of the association that this bill was pernicious 
in character and the association voted that it be placed 
on record as opposed to the passage of the bill and 
referred to its legislative committee for more definite 
action for the purpose of making such opposition 
effective. 
Prior to the closing of the meeting a general dis- 
cussion effecting various trade topics, among others 
the expressed opposition of the members of the asso- 


ciation to the selling of shoes at retail or to consumers '— 


by members of the wholesale trade in this city, was 
held. 


Ridgewood Retail Men Organize. 


Reforms 


The organization of the greater Ridgewood section 
of the New York Shoe Dealers’ Association met last 
week and elected the following officers: 

President, J. B. Warnock; vice-president, W. H. 
Wild; secretary, Frank Wolf, Jr.; treasurer, Arthur 
Perthow. 


The most important work taken up at this time was 


that of an agreement on the part of the membership to 
abolish the giving out of trading stamps, coupons or 
premiums of any kind, and also an agreement to close 
all of the stores of the members of the association on 
Sundays. The first closing date under this agreement 
was set for February 18th. Thirty dealers of the fifty 
who are in that section of Brooklyn have become mem- 
bers of the association and there is every reason to 
believe that the other twenty will associate themselves 
with the branch in the near future. 

Circulars which explain the Sunday closing feature 
have been printed and circulated among the customers 
of the houses and local newspapers as well as store 
signs and slides displayed in the moving picture the- 
atres of the neighborhood are being used to advise 
the public of the closing of the stores on Sunday. 


Minneapolis Shoe Retailers’ Asso- 
ciation Booster Meeting 


At a monster meeting of the Minneapolis Shoe Re- 
tailers’ Association on Thursday evening, Feb. 8, one 
hundred and fifty were present, including most of 
the membership of 80, and retail and traveling sales- 
men. 

President J. J. Hawkins, of the Standard Rubber 
Company, gave an exhaustive explanation of the 
gathering and manufacturing of rubber, following the 
rubber until it came to the shoe factory, and wound 
up by a demonstration by placing the material over a 
last and turning out a complete boot before the audi- 
ence, which followed him attentively. One by one 
he placed the pieces together over a last. Mr. Hawkins 
gave the same talk and demonstration before the 


a, eae 
1 


Merchants’ Short Course in the University. of 


“* Minnesota Extension department on ‘the ‘day 


previous. dey: 

‘F. W. Wesner, Minneapolis buyer, speaking on “*The 
Inadvisability of Buying Shoes at Presént Prices in 
Anticipation of a Rising Market,” said the style 
question was ninety-five per cent of thé-secret of mer- 


' chandising at present and that it, obtained in shoes as 


well as millinery and dry goods, ‘which were called 
“‘rags’’ when left over at the end of a season. He 
advocated small stocks and frequent turnovers. He 
said he would not say a word against the frequent 
changes in styles put out as he thought changes stim- 
ulated trade. He said he had found that the public 
did not criticize prices if suited otherwise. 

President George Roth, presided and several mem- 
bers spoke on different subjects and the association’s 
delegate to the recent national convention at Cincin- 
nati rendered his report. 


New Orleans Merchants Meet 


Quite a number of well known shoe dealers of New 
Orleans enjoyed a supper at one of the famous res- 


. taurants in the vicinity of the French Market in New 


Orleans last week. The affair was a social gathering 
not given by any particular dealer but a general get- 
together of a number of shoemen. J. H. Ravain the 
well known dealer of Frenchman and Decatur Streets 
and Ed. J. Eustache, were among the leaders in bring- 
ing the shoemen together. 

Dominic Brisolari, well known as salesman on the 
road, presided and made a happy toastmaster. A 
tribute to Nat Rosenberg, who died last year was given 
when the guests stood silent while the orchestra 
played. Among those who added to the entertain- 
ment either with a bright speech, a good story or a 
comic recitation were goseph Crassons, J. Verlaque, 
Andrew Crassons, George Wagner, C. A. ,Botmick, 
Sidney Hart, R. A. Monaghan, Robert O’Brien, Ed. 
J. Eustache, J. H. Ravain, J. P. Wagner and George 
Wagner, Jr., Joseph Renecky, B. Maniscalco, J. W. 
Armshaw, F. Russo, Ed Crassons, M. Boze, G. Levy, 
J. Hill, Frank Vardin, M. F. Duff, C. Botnick, F. A. 
Bost, F. Pizanni, R. A. Monaghan, C. H. Weatherby, 
J. Lee, F. Vaiden. 


Coming Minnesota Convention 


Minnesota will hold her first state convention of shoe 
merchants on Feb. 22, at Minneapolis, Speakers of 
note have been provided although the names have 
not as yet been given out. A large attendance for an 
initial meeting is anticipated by President George A. 
Pierce. Applications for membership have been com- 
ing in rapidly, and most of the applicants have signi- 
fied their intention to attend the first convention. The 
sessions will be at the West Hotel. 








te APPR SAO INS ARR I TTPE EE 





56 BOOT AND SHOE RECORDER Feb. 17, 1917 









No. 4111 


Let Us Protect You 


ON PRICES AND DELIVERY 















‘\ , 
i 


No. 4140 


a) 


No. 4142 


=. 


for next season’s business on the best-known, most 
scientifically made and best-selling skating shoe on 
the market today. - 

We would naturally think that our line of skating 
shoes have superior merit, but with the 1916 de- 
mand from all parts of the country being nothing 
short of phenomenal we not only think but abso- 
lutely know that the 


Duluth Hockey Shoe 


is a tremendous seller, and the prospects right now 
are for a big increase this year. 

Because of the unprecedented demand last year 
(part of which we could not supply), coupled with 
the present leather situation, we would especially 
urge upon you to place your orders early so we can 
protect you on both delivery and prices. 

The 1917 line of DULUTH HOCKEY SHOES 
will be better than ever. Your customers want 
them and you need them, so help us to serve you 
both by buying now. 

i A word from you will bring our salesman with 
our complete line. 


Ask for illustrated catalogue and price list. 


Northern Shoe Company 
Duluth, Minn. 


Makers of Good Shoes 
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In Centers of Shoe Manufacture + ¢« ¢ 


MARKETS—STYLE DEVELOPMENTS—NEWS 


ST. LOUIS 


The fill-in business of the wholesale houses is forcing the ship- 
ping departments to work up to the limit to meet the demands for 
current stock, and the factories are running to the stock and 
labor capacity to meet the requirements of the shipping and of 
the business. The material situation and the labor situation, 
that is the supply, are both proving serious factors in the 
capacity of the plants which are filled with orders far ahead and 
are likely to continue on the best operating schedule the industry 
has ever seen in this section. 


The Pageant of Fashion 


The interesting feature of the week has 
been the St. Louis Pageant of Fashion, 
* which has been staged at Moolah Temple 
by the wholesale interests of the city, par- 
ticularly those manufacturing dresses, 
suits, coats, skirts, waists, shoes and all 
the accessories of women’s wear. The 
Pageant runs from February 14 to Feb- 
ruary 21 and at its initial presentation 
Wednesday evening demonstrated that a 
new mark has been set in trade display by 
St. Louis as was the case in the great 
Pageant and Masque, a really historical 
event in the open air of the city’s great- 
est park three years ago. The Pageant of 
Fashion was presented in four scenes, each 
introduced by interpretative dances, with 
effective incidental music and all the acces- 
sories of costuming and lighting which the 
modern stage offers. The introductory 
scene brought in St. Louis clad as a knight 
together with the Queen of fashion, both 
remaining to view the pageant of fashion 
unfolded before them. The models shown 
numbered about one hundred and fifty 
and were divided into four scenes, Spring, 
Youth, Sport and Evening, each preceded 
by appropriate dances, etc. The models 
after appearing upon the stage moved over 
runways through the audience to the 
aisles and back to the stage and 
while each model and group was numbered, there was no 
display upon the garment itself to detract from the appearance 
of the style exhibited. The definite information was all con- 
veyed by the order in which the various models appeared and 
the descriptions of the costuming. This description covered every 
item of outward apparel which each model wore, from the mil- 
linery to the footwear, which latter was provided by St. Louis 
specialty manufacturers and the specialty departments of the 
larger houses. 

Geo. H. Moyer Speaks 


George H. Moyer, general sales manager for the Brown Shoe 
Company, was the speaker Thursday noon at the weekly lunch- 
eon at the Mercantile Club of the Sales Managers’ Bureau of 
the Chamber of Commerce. Mr. Moyer discussed the problems 
of the general sales manager from the view point of his own 
experience both as sales manager and as a _ salesman on 
the road. 

Mr. Moyer made good in the broadest sense of the term in both 
capacities and his address was therefore of particular interest. 
As sales manager for the Brown Shoe Company he has brought 


Note the Throat 





Style today runs to throats and tops. 

This button boot with gray suede 

top and patent vamp, leather Louis 

heel, welt or turn, selected from line 

of Krohn-Fechheimer Co., Cincinnati 
Ohio 


the sales force of that house up to the highest state in existence 
and has made with his salesmen some remarkable records in the 
past few years. 

Arrived—A Son 


Mr. and Mrs. Bradford Shinkle, of St. Louis, have announced 
the arrival at their home of a son. Mr. Shinkle is a son-in-law of 
Jackson Johnson, chairman of the board of the International 
Shoe Company and is himself a member of the Johnson, Stephens 
and Shinkle Shoe Company, a specialty manufacturing company 
which started in business last Spring and has already made very 

interesting progress. 


Market in Full Swing 


The market buying season in St. Louis 
is on in full force and has been, in the 
number of merchants in the market and 
the extent of purchases made, far ahead of 
any previous season. This statement also 
applies to the earliness of the arrival of the 
market buyers, who as a matter of fact 
began to make their appearance in the 
wholesale district almost immediately 
after the passing of the New Year and 
have continued to come in unprecedented 
numbers. ever since. The buying being 
done is not on the speculative order, but 
is of a character to cover actual needs 
farther ahead, leaving less buying to be 
done later in the season. 


Record Breaking Year Expected 


H. G. Johansen, vice-president of Johan- 
sen Bros. Shoe Co., manufacturers of 
women’s shoes, St. Louis, returned Mon- 
day from Chicago where he has been for 
the last few days conferring with W. K. 
Buck, Kansas and Nebraska representa- 
tive, and Dav Morris who handles the 
line in Chicago and Milwaukee. Con- 
ditions are reported as being favorable 
for even a larger year than 1916 which 
was a record breaker. 


NEW YORK CITY 


New York Crowded 


The unprecedented influx of visitors, so notable a feature of 
New York this year, in a measure affects the retail shoe trade. 
The out-of-town visitor and his wife and family are big shoppers 
in the central sections and business has jumped accordingly. 

General employment, good wages and the atmosphere of 
spending which seems to surround New York at the present 
time are all contributing causes to perhaps larger shoe purchases 
than might ordinarily be expected. Preparations for the opening 
of the Spring season are going forward in the retail stores and 
quite a few goods on Spring orders are already in hand. 


Shipping White Dressings 
It looks as though they were to be flooded with business on 
white dressings, one of the people of the Griffin Manufacturing 
Company said in speaking of present conditions as they find 


them. 


Their first shipment of goods to their recently opened agency 
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In every sample line—in every mer- Today’s big sellers are the shoes here 
chant’s stock—there are less than half illustrated. The same _ high-grade 
a dozen really big sellers. workmanship—the same snap and 
Yet it is on these few numbers that style—the same high standard of ma- 
most of the business is done—most of terials which has characterized our 
the profit is made. made-to-order goods has been em- 
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No. 1007—This is the pride of our line; a No. 1005—Brown kid; circular vamp and No. 1004—White Duchess Cloth; seam- 


beautiful white kid; eight-inch lace boot foxing; eight-inch lace; leather Louis heel; less vamp; nine-inch lace; one-half Louis 
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heel finished with an aluminum heel plate. -No. 1006—Gray kid; circular vamp and pI Pe rye Price $3.30 
This boot comes in the four widths, A, B, foxing; eight-inch lace boot; one-half No. 1008—White Rheinskin; nine-inch 
C and D, and is made over the same well- Louis w covered heel. A, B, C and lace boot; full Louis wood covered heel; 
fitting last as the other four numbers. Tt | rp se. Price $6.25 aluminum heel plate. A, B, C and D 

Price $7.25 | RR Ea EE Rae: Price $3.85 


Electroty pe of above illustration for printing your circulars or mailing cards furnished free upon request 


Johnson, Stephens & Shinkle 


SHOE COMPANY SAINT LOUIS 



































Feb. 17, 1917 


on the Pacific Coast went forward last week. Refrigerator cars 
were used for this purpose since they have the faculty of keeping 
cold out as well as in, and the goods going to the West in these 
cars are as well protected from the possibility of freezing as the 
fruit stocks that come East in them during the Winter months. 
Mr. Scheurman of the house has just started again for his 
territory in Ohio and the Middle West. ; 


Findings Requirements 


Arnold Levy of the shoe findings house of that name in speak- 
ing of the outlook for overgaiters said that they have bought 
twice as many overgaiters for the coming season as for the last. 
Dark and light gray, fawn, African brown and particularly white 
are the stocks upon which he anticipates the heaviest call. Al- 
ready the house has a great many orders on file for next Fall de- 
livery. These indicate to them that the trade is especially inter- 
ested in felt and the medium priced cloth lines rather than the 
very high priced gaiters. 

Play oxfords, for which the demand is now beginning to be 
pretty strong, range quite high in price as a natural reflection 
of conditions in the leather market. As an example of this he is 
now selling sandals at $1.15, $1.30 and $1.45 which started out 
at the beginning of the season at 80c., 90c., and $1.00 and cu- 
riously enough more are being sold today at the higher prices 
than was true originally at the low figure. 

Orders for white dressings are way ahead of anything the 
country has ever seen according to their experience and there 
seems to be no end to the call for these goods. 


PHILADELPHIA 


Retail Stores Busy 


Quite a volume of Spring goods is coming in to the retail 
stores now, many shipments being earlier than usual in arriving, 
due to the fact that orders were placed a good deal ahead of the 
usual date for placing them. These lines are now being put for- 
ward in the stores and the new novelty boots and high cut shoes 
generally for women, are already being sold to some extent. 


Shipping for Spring 

The making and shipping of shoes for the Spring trade is keep- 
ing the factory department of Weimer, Wright & Watkin very 
active at present. . 

In the Spring shipments especialy those for later delivery 
white canvas is figuring very strongly both in the high cut shoes 
and in the low cut styles. 

Messrs. W. H. Weimer and John Harris left last week for a 
stay of several days in Boston where they intended to look over 
market conditions genera'ly and place orders for such goods as 
are required outside of their own factory lines. 


A Philadelphia Headquarters 


John J. Hartzman has now established headquarters in Phil- 
adelphia for the Automatic Manufacturing Co., makers of the 
Fastenator Button Machine, and from this headquarters will 
cover the retail trade in Pennsylvania, portions of New York 
State and parts of New Jersey. 

Mr. Hartzman has been visiting the trade in Philadelphia for 
the past couple of weeks by automobile, enabling him to visit 
more stores and make practical demonstration of the machine, 
than would be possible otherwise. 

While his connection with the Automatic Manufacturing Co. 
is comparatively recent, Mr. Hartzman has been very closely 
in touch with the shoe trade for a number of years and is par- 
ticularly identified in the minds of his many friends with the 
Arrow Smith Manufacturing Co., which he represented pre- 
viously. 
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About Shoe Cloths 


Mr. Lippincott of the cloth and supply house of W. A. Lippin- 
cott & Co., in discussing the tendency toward cloth for shoe 
topping and its likelihood to be one of the fashion tendencies for 
the coming season, said that it was his opinion that cloth top 
shoes were bound to sell and in a large way. It is his personal 
belief that of the various weaves that are offered for shoe pur- 
poses the corkscrew type will be the most in demand because his 
experience seems to indicate that this fabric stands the test of 
shoe wearing best and is most easily taken care of. 

In colors light gray at present seems to be the most favored, 
whi e white is very strong. They are about presenting a white 
wool corkscrew, that he feels will receive a good deal of attention 
from the manufacturing end of the industry. 


Findings Sales 


A good many orders are being booked ahead on such lines as 
barefoot sandals and the like in the findings trade, and some of 
the houses are making it a point to sell their goods in these lines 
without dating, which means that the goods are both shipped 
and billed in the beginning of the shipping season instead of at 
the beginning of the season when barefoot sandals and other 
strictly Summer goods would be naturally sold. From the way 
orders are being received for the Summer lines, the trade feels 
justified in expecting a very big season on them. 

The demand for colored laces still continues to be very heavy 
and dressings and dyes for the tops and shoes of fancy colors are 
very pronounced. 

Cloth Tops for Fall 


While the volume of business for the Spring season is not so 
greatly increased so far as the numbers of pairs of shoes are con- 
cerned over that of last year, Mr. Waters of Ziegler Bros., of this 
city said a few days ago the average increase in cost of the shoes 
means that the total volume of business shows a very decided 
advance over the advance Spring sales for 1916. Of the stocks 
most generally called for in the Spring goods, Mr. Waters said 
that a good proportion was in the kid goods and that the lines 
follow pretty closely the general tendencies noted through the 
Fall and Winter. There are, however, a number of samples of 
cloth top boots that are receiving the attention of their custom- 
ers and in the Fall sample line that is now being prepared there 
will be a very strong showing of the cloth top lines. 


CHICAGO 


Retail Field Surveyed 

With hardly a single exception the down town (or within the 
loop) shoe stores report the demand unusually good for Feb- 
ruary. The price reductions on a few lines which each of the 
stores plans to discontinue, is serving to bring out a large volume 
of business among that class of consumers looking for bargains. 
Current sales are not general to the entire line carried by each 
store; the result is that unless the purchaser finds a proper fit in 
the odds and ends of a discontinued line being sold at a cut price 
sales are made from the regular lines at full prices. The man- 
agers of the stores all say that they are showing a larger dollars 
and cents volume of business for February than a year ago, and 
that with few exceptions, a sale is made to every customer that 
comes into the store, even though they cannot get a fitting in the 
cut price lines. 

In women’s shoes the volume of styles is running to an all- 
black shoe, either of kid or cloth top in the high grades now. 
Two-tone effects are just as much in demand as they were last 
Fall. In men’s shoes, tans are having a big run, with black shoes 
getting secondary call. 

Features at Foster’s 


F. S. Orth, of the F. E. Foster Co., which features women’s 
footwear, claims that his sales this month are the largest and best 
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today must have shoes quickly. 
We are prepared to deliver these 
numbers at once 
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in tan boots for women; with blacks and two-tone effects like- 
wise strong. January and February are showing an active de- 
mand from those who are leaving for southern resorts and water- 
ing places. White pumps with jet black buckles are one of the 
best sellers. The demand for fancy evening slippers is likewise 
good. 

An Index of Summer Sales 


Men’s shoe stores which feature high grade footwear are 
not only showing a fancy assortment of white sport shoes for 
southern tourists, but report a big sale of these. The early de- 
mand for white footwear for those going South on vacation trips 
is one of the factors leading shoe dealers to believe that the de- 
mand and sale for white goods during the Spring and Summer 
is going to exceed that of last year by a big margin. 


In the Jobbing Trade 


Most of the jobbing houses report business active. Visiting 
shoe buyers in this market have been in large number during the 
first ten days of the month. These buyers worked hard to either 
increase their orders placed earlier in the season, or to purchase 
new styles being shown. The Novelty Shoe Co. for instance re- 
ports one shipment to one concern during the past week of 75 
cases, all of women’s black kid boots. .Others report a big demand 
from shoe merchants for white footwear. The jobbers and the 
manufacturers branch offices here are all showing a fine assort- 
ment of white boots and pumps. 


Cloth Demand Anticipated 


B. S. Bull, styles and pattern designer of the Brown Shoe Co., 
was visiting the Chicago market last week. T. Jeff Davis, Chi- 
cago representative of the Brown Shoe Co., received his line of 
new Spring styles last week and had them on display. From his 
line and others seen in Chicago during the past two weeks, it is 
evident that the manufacturers expect a big demand during 
the next sixty days from shoe merchants for cloth-top shoes. 
The patterns and styles shown in cloth top boots are not only 
attractive, but the difference in price as against an all leather 
shoe, makes it certain that the sale of this class of goods will be 
very large. Buyers in the Chicago market during the past week 
made this evident by the last purchases made for April and May 


MILWAUKEE 


Optimistic Fall Outlook 


Local manufacturers in a number of cases have had their sales- 
men out since the middle of January, and the reports from these 
in the way of orders, causes all the manufacturers to feel very 
optimistic as to the results of the next Fall and Winter season. 
For the first weeks of the salesmen’s solicitation of advance 
orders, the orders booked have been numerous and large; this 
fact causes the manufacturers to believe that the shoe dealers 
handling men’s heavy and work shoes are not overstocked in 
their purchases during the past season, and that the shoe dealers 
have every confidence that they will clean up the existing stock 
on their shelves. 


Two Salesmen’s Conventions 


Nunn & Bush Company held their convention of salesme n 
the week of January 29th to February 3d, and all of them are 
now on the road. Mr. Nunn reports business good and his factory 
running to full capacity in turning out shoes for delivery during 
the next ninety days. 

The sales organization of the Menzies Shoe Co. also gathered 
at the Nunn & Bush plant of the Nunn & Bush Company week 
of February 5th to 10th, received their samples and are now eut 
after the next season’s business. A. W. Bush was in charge of the 
two conventions of salesmen at the plant, and indicates that his 
sales force has every confidence in its ability to increase the out- 
put and volume of business for next season over that of last year. 
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Business Exceeds Expectations 


W. J. Booth, manager of sales, of the Weyenberg Shoe Com- 
pany, says that after the Salesmen’s Convention at the factory 
three weeks ago, the men have been giving a good account of 
themselves as shown by the large number of orders coming in 
from their territories. He said: “Business on advance orders 
has exceeded our expectations for the first three weeks that the 
men have been out. The outlook is surely good for the remainder 
of the year which is ahead of us.” 


Rohn Visits New Orleans 


Chester Rohn in charge of the Selling Department of the 
Albert H. Weinbrenner Shoe Co., left for a month’s trip to New 
Orleans and Cuba on February 15th. He expects to be back at 
the factory by the middle of March. 

The Weinbrenner line of men’s medium priced dress shoes is 
showing rapid growth in demand and the factory reports the 
total output of 1,000 pairs per day of this class of goods. The 
rapid development of this phase of the Weinbrenner business in- 
dicates that the Milwaukee Shoe Industry will be heard from 
in a big way. in men’s dress shoes. One of the new features of 
the Weinbrenner samples is a metal fibre sole shoe which is hav- 
ing a good call after being shown in the sample lines for the past 
month. 

Harsh & Edmonds are featuring a line of men’s work shoes, 
made of “hardy hide” leather, process used in their own tannery 
to take the place of Elk leather. George R. Harsh believes that 
the use of this kind of leather is along the right lines of efficiency, 
but will be the means of helping shoe merchants give their cus- 
tomers more value for the money. He said: ‘‘Elk leather is the 


. most illogical leather ever put in work shoes. Elk skin is pretty 


to look at and soft to feel before it is worn, then it begins to cut 
and crack like a pipe stem. “It is extravagant to make because 
it produces much less per hide.. ‘Hardy hide’ is not quite so 
pretty to look at and not quite so soft to feel before it is worn, 
but it will hold its looks and hold its feel so much better that it 
will be far more satisfactory in the long run. In addition, it 
gives at least fifty per cent longer wear than Elk leather.” 


Rich’s Sales Manager Returns 


R. M. Sartain has returned to his former position as manager 
of sales and advertising with the Rich Shoe Co. He was as- 
sociated with the Jung Shoe Company, of Sheboygan, Wisconsin, 
for three months. The Rich Shoe Company’s sales force will 
leave for its solicitation of Fall business shortly after March Ist. 
Mr. Sartain says: “‘We are naturally proud of our new line of 
samples for we appreciate just what the trade is looking for in 
women’s medium priced footwear. I can see nothing to it but a 
good season ahead, for I believe the shoe merchants are pretty 
well sold out of shoes they stocked up pretty heavily with for 
this Fall and Winter.” 


Ball for Employees 


The Bradley & Metcalf Co. gave a ball and dancing party for 
their employes on Thursday, February 8th. 


J. B. Piotrowski a Visitor 


J. B. Piotrowski, secretary and treasurer of the Chippewa 
Shoe Manufacturing Co., Chippewa Falls, Wis., stopped off for a 
day’s visit in the Milwaukee shoe industry, February 8th, being 
on his way home from a four weeks’ trip to eastern big cities 
where he said he was combining business with pleasure. Mr. 
Piotrowski was his usual good self; enthusiastic over the present 
season’s business and confident that next season’s business will be 
in keeping with the big records made by his company during the 
past season. 

An Argument for Trade Marks 


Kalt-Zimmers Mfg. Co. plan to send their sales force out during 
March. Mr. M. Zimmers points out the value of the use of the 
trade mark by instances where purchasers of their footwear 











62 BOOT AND SHOE RECORDER Feb. 17, 1917 





gi 


> 
dh tL I 
ieee i 4 


SOLE LEATHER, = 


Just Pure Leather of the Very 
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Impregnated Water- 

% proof Feature! 

It is the one great sole leather for 


cold-weather wear—many steps 
ahead of ANY Winter soling! 


Water cannot get through KORRY 
KROME —its every fibre is abso- 
lutely moisture-proof through and 
through—it is not simply dipped in 
oil vats. And soles made from 
KORRY KROME will not slip on 
wet, slushy pavements. 


This remarkable leather stands 
every factory test. Soles made 
from it can be channeled and buffed 
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soles—will take a beautiful edge 
finish and far outwear the ordinary 
bark sole! 


Not a counterfeit—not a substitute 
—just pure sole leather—and 
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have moved from one town to another and not being able to 
find the line, have written into the company, claiming that all 
they could remember was the picture of a sturdy looking little 
boy which constitutes the trade mark which the company uses, 
and have asked the company to supply them with single pairs of 
shoes. 

Mr. Zimmers reports business up to the capacity of the plant 
at the present season in spite of constant increase in prices, made 
necessary by the increase in cost of materials. 


CINCINNATI 


In Retail Stores 


The words ‘“‘Clearance Sale’’ are not being used by Cincinnati 
merchants this season. They are not reducing their prices on 
all of their stock, but are just cleaning out the odds and ends. 
Other than this, it has not been found necessary this season to 

‘pay any regard to clearances due to the fact that they are not 
overstocked. 

One dealer, prominent in the trade, stated last week that he 
could not see any reason why there should be such a thing as a 
sale this season. And stating further he said that he found 
the safest plan was not to overstock himself in fear of still 
higher prices. He would rather not take the chance, but thinks 
it is better to buy no more than he needs and in case the prices 
do go up, pay it and sell his shoes accordingly. 


Good Words for Merchants 


Upon asking E. K. Woodrow, manager of advertising and 
sales at the Krohn-Fechheimer shoe factory, what is going 
to happen to the present high prices of shoes, he said: “They 
are going to continue to go up. In view of the fact that 
conditions throughout the country are better in general now 
than they have ever been, that more money is being made 
and spent by nearly every class of trade, and also that the 
consumer has paid the price this past season, why should there 
be any cause for complaint on the part of the dealer?’”’ Mr. 
Woodrow said further: “The farmer a few years back had to 
sell five bushels of wheat to buy a $4.00 pair of shoes, where 
today he only has to sell three bushels in order to buy the 
same pair. even with increased prices.” Mr. Woodrow was 
further prompted to state that he could see no reason for any 
dissatisfaction on the part of the merchant concerning the 
price of shoes for ‘‘the merchant is not the consumers’ keeper; 
instead of trying to lower the price he should spend his time 
in working trade up to a higher stage of cultivation.” 

Irwin Krohn of the Company returned last Friday from a 
two months’ visit to Florida. . 

Walter Pritz, buyer at the Krohn-Fechheimer factory, returned 
to his desk on Tuesday of last week after having spent a six 
weeks’ honeymoon on the Pacific coast. 


Possible Effects of War 


The question of what will be the outcome of the present 
conditions now existing between Germany and the United 
States and its effect upon the leather market is one that is 
claiming the attention of the Cincinnati shoe manufacturers in 
general. Whether or not it is going to have any effect upon 
the price of leather is the most interesting phase. Robert 
Wise of the Wise, Shaw & Feder Company stated last week 
that he believed there would be a stiffening in the leather mar- 
ket due to the rupture in the relations between our country 
and Germany. Mr. Wise went on to say that there will, in 
case of war, and even in the preparations, be a demand for a 
good percentage of the present supply of heavy leather to be 
used in making up army shoes; and that in addition to this there 
would be numerous other calls for leather which are not in 
existence during normal times. ‘“‘Therefore,’’ says Mr. Wise, 
“I do not think the shoe dealers should hold up on their buying 
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in figuring that the price of leather is going to fall during the 
coming months.” 

That the use of fabrics in shoes this season more extensively 
than ever before will enable the merchant to sell his shoes 
around the same basis that he has heretofore paid for them 
wholesale, is another sentiment expressed by Mr. Wise. He 
figures there will be a reduction in the cost from $1.50 to $2.00. 


Mutual Insurance Supported 


Henry Hagemann, Secretary and Treasurer of the Shoe Mutual 
Insurance Company, which was recently organized by the shoe 
dealers in Ohio, was in Cincinnati last week. Mr. Hagemann 
states that he is now soliciting and is meeting with remarkable 
success. He had just returned from a trip to Chillicothe and 
reported that there was not one member of the shoe trade of 
that city that did not heartily endorse the new company by tak- 
ing out some insurance. Mr. Hagemann further stated that 
he believes the organizatiqn of this company is going to do 
more for the dealer of Ohio than any other organization of 
the same nature has ever done. Since the fire risk on shoes 
is less than on most any other commodity, he says he feels sure 
that the Mutual Insurance Company will be able, after the 
business has grown to the expected volume, to pay the dealer 
fully fifty per cent of his premiums as dividends. 


LYNN 


The’ Wholesaler is Re-entrenched 


Most all shoes made in Lynn are now sold to wholesalers or 
merchants who have large stores, or chains of stores. The stock 
departments have disappeared from all but a few factories of 
Lynn. Those remaining do business on a big scale. Some con- 
tinue to handle parcel post orders. They call it a mosquito fleet 
business. These being days of big business, manufacturers can 
best handle orders for shoes when they come in volume. 


Annual Average of 1500 Pairs Per Store 


. 

Two hundred and fifty thousand pairs of shoes are made daily 
in the North Shore district, including Haverhill and the Merri- 
mac valley section. The annual production is 75,000,000 pairs. 
This makes the North Shore district the largest shoe manu- 
facturing district of the world. 

Seventy-five million pairs of shoes a year provide a pair of 
shoes for three in every four persons in the country a year. If 
the North Shore district puts on an extra burst of speed, it will 
make each year one pair of shoes for each one of the 100,000,000 
people in the country. 

As there are 50,000 retail stores in the country, they average 
to sell annually 1500 pairs of shoes made in the North Shore 
district. 

A Refining Organization 


Frank E. Colton has formed Colton Shoe Co. to carry on the 
business of Coffin, Colton Co., from which George E. Coffin has 
retired. Mr. Colton has gathered about him a strong organiza- - 
tion, John Moran, a Brooklyn man, is quality man. John Collins 
supervises the making, and James Rickards is production man- 
ager. Both Mr. Rickards and Mr. Colton were with the old Lynn 
firm of Faunce & Spinney. 

“The finer the better’’ is the Colton slogan. 


Nothing Lower 


Thomas F. Travers, of Travers Shoe Co., Lynn, home from 
New York, says: 

“Nothing is lower in the metropolis, neither boots, prices, 
skirts, hotel bills, skyscrapers, or leather. 

‘Customers are insisting on high boots, not enough demand 
for pumps to warrant putting in new patterns at the present 
time.” 
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YOU have at your 
service a strong 
advertising weapon, 


Mr. Retailer. 


If you would likefto know more about a feature of 
our service that offers you an advertising weapon 
to: meet competition, both local and mail order, 
WRITE US. 


We have some service features along this line that 
will interest any progressive retailer of shoes who 
desires to build sales. 


If we are not extending this service to a retailer in 
your locality, we will be glad to consider your 
) application. 

; When you write us, ask us to 

y send along our Spring and 


Summer Shoe Book shown NovEs-NORMAN SHOE Co, 


above. 
Manufacturers 


StJdospps, Mo. 
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Shoe Holders] 


A practical device for holding the shoe 
when being cleaned and polished 





Write for our 
catalog 
and prices 





Has changeable lasts for men’s and women’s shoes. 
Made with detachable wall bracket, so that the holder & 
can be removed when not in use. 


Useful alike to those who dress their own shoes or & 


= - = have others attend to itfor them. For high and low 
o- and for dressing applied by brush, sponge or 
cloth. = 
Retails for $1.00 and upwards 


Write for Booklet and Prices 
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THE CHICAGO WIRE CHAIR CO. 
621 N. La SalleSt.. |= CHICAGO, ILL. 
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THE COPYRIGHTED 


‘*SHOE AND LEATHER LEXICON” 


AND 


‘“*SHOE FITTING”’ 


Are two standard authorities, recognized as such throughout the shoe trade because of the painstaking care and 
accuracy of detail with which they are written and compiled. 

Sharply trimmed down to essentials, not a word wasted, they present in compact form information of the most 
useful sort for any one whose business it is to “know shoes,” and to sell them. 

Both are published by the Book Department of the “Boot and Shoe Recorder.” Price 40 cents per copy, three 


copies for $1.00 (mixed order if desired) postpaid. Please send cash or check with order, or stamps for than 
a dollar. 














A New N. C. 


R. Invention 


As important to you as your 
telephone or cash register 





It’s a new credit file that safeguards your 
credit business—in a better, easier, safer, 
quicker way than you thought possible. 

It is so simple that anyone can operate it. 

It is so speedy that all entries are made 
in the presence of the customer, who leaves 
with a statement of the purchase—plus a 
record of the balance carried forward. 

It is so complete that you can set it on 
any size counter, table or desk. The exact 
balance due from any customer is instantly 
available, and the file can be operated with 
one hand while the other holds the tele- 
phone receiver. 

It is so convenient that a true record of 
the whole credit business is always available 
in. short order. And this knowledge alone 
is worth more than the cost of the file. 


The National Cash Register 
DAYTON, OHIO 


It is so safe that records once filed in its 
locked compartment ‘cannot be lost or de- 
stroyed. Records can be seen, but not tam- 
pered with. 

A few weeks’ use will pay for it. 

There’s nothing else like it, and it 
can be seen at the NCR office near 
you, or a letter to us will bring 
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North Shore Breezes 


Coffin Shoe Co. is starting on Marshall’s wharf, Lynn. George 
E. Coffin is manager. . 

Standard Shoe Co., 321 Union Street, Lynn, has been incor- 
porated with a capital of $8000. 

J. John Hooper, of the Fromlyn Shoe Co., swears there is 
nothing like leather for children’s shoes. 

Edges of fibre soles are now finished to look like edges of 
leather soles. : 

A pair of shoes of dope leather were*worn through a blizzard 
of snow, and in the slushy thaw afterwards, just to prove that 
dope leather is waterproof. 

William F. Cass, of Cass & Daley, said that as shoemakers are 
earning more they should save more, and one Salem savings 
bank has 1200 more depositors. 

C. L. Miller, of the Chicago office of the United Shoe Ma- 
chinery Co. looked over the Beverly factory last week. 

Henry F. Tapley, veteran shoe wholesaler, heads the Lynn 
chapter of the Red Cross. 

A gentleman from Petrograd was in Lynn last week, buying 
shoe machinery. 

The Price of Shines 


“I do not understand why people do not return to shiny 
leather,” said the patent leather man. “It has a shine that stays 
on. It is economical, especially in these days when a shine costs 
a dime. : 

“Just figure it out,” he continued. “‘A shine a day, at a dime 
a shine, amount to $36.50 a year, and for 70 years, the alloted 
span of life; it amounts to $2565. That’s a stupendous sum for 
shines. It’s enough to buy flivvers for the family. 


“Shoe clerks should repeat these figures to customers,” he 


HAVERHILL 


Getting Up New Samples 


> 


“Councils of War,” otherwise conferences of manufacturers, 
salesmen and heads of departments are being held daily in Haver- 
hill factories. At these meetings the matter of style is discussed, 
and new samples outlined for the coming season. Haverhill- 
made footwear, which has a high reputation for style, as well as 
excellence of workmanship, will be kept right up to the mark 
the coming season. Many novelties combining style and prac- 
ticability are being prepared to show to the wholesale and retail 
trade throughout the United States. 


Two extremes in women’s footwear, high-cut boots and low- 
cut slippers, are important features of the new samples. Boots 
of the 8, 9 and 10-inch heights will be among the leaders in foot- 
wear fashion in all kid as well as in combination with cloth tops, 
such as Havana brown vamps and foxings with ivory or white 
tops. Boots and pumps will be as prominent this season as during 
the past year, both in turns and welts. Fancy cloths of all kinds 
will be effectively employed ineboots and slippers, particularly 
those for evening or dress wear. In short, Haverhill manufac- 
turers will show many combinations of colors and materials 
with a view to obtaining style effectiveness and setting a new 
high mark for Haverhill as a leading center for the production 
of women’s as well as men’s footwear. 


New Shoe Manufacturing Firms 


Among the numerous additions to the ranks of Haverhill 
shoe manufacturing concerns the present year are the Harris 
Shoe Company, manufacturing a good grade of misses’ and chil- 
dren’s turn shoes. Harlan C. Harris is owner of the business. 
Another concern which has begun shoe manufacturing is Rosen- 
gard & Cook, who have taken the factory on Fleet Street, 
formerly occupied by the Bradley Shoe Company, where they 
will be known as the Slipper City Shoe Company, producing 
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turn footwear. Harold Rosengard and Samuel Cook are the 
members of the concern. 


New Corporation Formed 


The Samuel H. Hayden Company, Inc., was organized in 
January for the purpose of buying, selling, dealing in and man- 
ufacturing boots, shoes, slippers and other footwear, also to 
deal in and manufacture all kinds of boot and shoe patterns, 
models, plans or systems for designing boots and shoes of all 
kinds. The capital stock of the concern is $5,000. The officers 
are: President, Carl C. Hayden; treasurer, Samuel H. Hayden, 
clerk, Frederick H. Tilton, all of Haverhill. ‘“‘Sam’” Hayden, 
head of this new concern, has been for years engaged in shoe pat- 
tern designing and manufacturing in this city and has a wide- 
spread reputation for excellence*in his line. 


Favor Trade School 


Looking toward Lynn and noting the fact that a course of 
shoe making apprenticeship, covering a period of four years for 
boys and two for girls, has been established in that city, several 
Haverhill shoe manufacturers are of the opinion that such a 
trade school would be an excellent thing for Haverhill. Others 
believe that there is only one way to learn the shoe trade and 
that is through practical experience in the factory. 


New In-Stock Catalogue 


Printed in several colors, illustrating and describing more 
than 100 styles of men’s shoes, the Whitcomb Shoe Company’s 
in-stock catalogue for the Spring season is being sent out to the 
trade, by Harry K. Boardman, manager of the in-stock depart- 
ment. Featured in this catalogue are the famous “Ballroom” 
and “‘Ballbend”’ shoes, leading sellers in the Whitcomb in-stock 
lines. Both oxfords and high cuts are shown on a great variety 
of lasts and patterns. The prices in this catalogue are listed 
as of February Ist. Owing to the uncertain conditions of the 
leather market, the statement is made that prices will be subject 
to change without notice. 


Shoe Manufacturer in Florida 


E. A. Witherell, of Witherell & Dobbins Company, is enjoy- 
ing a Winter vacation at his bungalow in Holly Hill, a suburb 
of Daytona, Florida. Ed writes that he lolls in his shirt sleeves 
on the piazza and that he is eating strawberries and green peas 
picked on the premises, thereby having it all over the Haverhill 
shoe manufacturers who are shivering at home and paying high 
prices for merely (not mealy) potatoes. 


BROCKTON 


The Abuse of Shoes 


‘“‘A\ well worn trade subject is the ‘slightly worn’ shoes which 
are returned by dealers to the manufacturer,” remarked a mem- 
ber of the local trade. ‘For instance, here is a pair of shoes 
which answers the ‘slightly worn’ description very well,’ Pick- 
ing up two tan shoes which had very little evidence of wear. 
“These shoes,” continued the manufacturer, “came to us re- 
cently from a customer who fell for the demand of the consumer 
that a pair of shoes which had only been worn three weeks must 
be replaced by a new pair. Of course, the dealer didn’t intend 
to stand this loss. Oh, no. Back they come to us with the re- 
quest for full allowance on the price which was paid. I think the 
‘Boot and Shoe Recorder’ can with profit to all its readers 
say something right now, repeating perhaps some of the things ~ 
which have been said before, in reference to the abuse of shoes.’’ 


Dealers Will Pay for Returns 


‘Here is a thought which should be impressed upon these so- 
called merchants who have the return habit deeply imbedded 
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The Shoe Trade 


wants merchandise that they know is right, 


not only for today, but for the coming seasons. 


In the call that you are having today 
for artistic combinations and refinement in 
appearance of shoes, there is nothing that can 
give that final touch of elegance and dignity 
as well as NUBUCK. 


It makes no difference, whether you want shoes for 
Summer or Winter, NUBUCK will fill the bill, for 


Men’s shoes, as well as Women’s. 


Be sure to see shoes made with the three newest 


shades of NUBUCK. 


No. 17; GOLDEN 
No. 18; TAUPE 
No.19; PEARL GREY 


Sample cuttings on request. 


A. C. Lawrence Leather Company 
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in their systems. They can be very sure that whatever allow- 
ances are made them on returned shoes that the manufacturer 
will see to it that the dealer eventually pays this allowance. 
He may not know it but he will pay it just the same. Manu- 
facturers who suffer from the abuse of shoes, as regards the re- 
turning of ‘slightly worn’ or much worn footwear, are agreed 
upon this point: that they will make the returning dealers pay 
for all allowances which are made. Nobody gets something for 
nothing. These dealers who return shoes to manufacturers are 
injuring themselves more than they realize. 


One Manufacturer’s Plan 


“The returning of shoes to the manufacturer is an old story 
but one which is ever new, because there are always smart deal- 
ers who think they can please their customers at the expense of 
the manufacturer. The time has pretty well gone by when they 
can put this over to any great extent. One concern in this city 
has a plan of selling to the junk man, or whoever will buy them, 
all their returned shoes. Whatever they obtain in this way, 
whether it is twenty-five, fifty cents or one dollar, a pair, is cred- 
ited to the dealer returning the shoes. .That’s all he gets. The 
abuse of shoes is a leader among the many problems which shoe 
manufacturers have to face. Anything which the ‘Boot and Shoe 
Recorder’ can say, which will minimize this trouble, will be 
appreciated, I know, by every man connected with the shoe 
manufacturing industry.” 


Fall Samples Going Out Early 


Brockton shoe manufacturers are imbued with the idea that 
their Fall styles should he brought before the retail trade as soon 
as possible. They argue that the matter of prices needs very 
little explanation or discussion; that merchants are well informed 
as regards this subject; and that they are ready and willing to 
pay the necessary advances in ‘Made in Brockton” shoes over 
the prices of a year ago. They see no reason, therefore, why 
salesmen should not be in their respective territories as earl, as 
March first, so as to book as many orders as possible at market 
prices. There is little or no danger of any softening of the leather 
market. On the contrary, it is more likely to harden. Thus early 
buyers will have the advantage, as they did six months ago. 


Busy on Easter Deliveries 


Practically all shoe factories in this city are working at limit 
of capacity in the production of orders to be delivered before 


Easter. In fact, it is a difficult problem with most of the concerns - 


here to figure out how they can stretch the facilities of their 
plants to respond to the demands which are being made upon 
them. There never was a time in local trade history when shoe 
manufacturing plants were so fully occupied at this season of 
the year. Prospects are favorable for a continuation of this con- 
dition right up to April 6, which is Easter Saturday. 


In New Factory Quarters 


The Dumais Shoe Company has removed to larger factory 
quarters on Foundry Street, where it will produce the line of 
boys’ shoes with which it has heretofore been identified, and will 
add a line of men’s footwear, in both leather and canvas. Messrs. 
Dumais and Tilton, the members of ‘this concern, are making 
plans for an increased output in their new quarters, which are 
several times larger than those formerly occupied. 


Taken New Factory Office 


Killory-Corcoran Shoe Company of this city, which occupies 
the entire top floor of the factory building on East Railroad 
Avenue, has removed its offices to the street floor of this build- 
ing. Under this new arrangement it has large, well lighted office 
rooms. This concern is producing forty dozen pairs of men’s 
shoes daily, which is full capacity of production. 
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Buy at Home 


Merchants of Bayonne, N. J. Co-operate 


The Bayonne Buy-at-Home League, of Bayonne, 
N. J., is trying to show Bayonneites the wisdom of 
patronizing their local merchants in preference to the 
mail order houses or the large stores several miles 
distant by means of such methods as these: 

1. Adopt a monthly slogan as “Bah, Bah Bayonneite! Do 
you Buy-at- Home?” 

2. Offer a prize to anybody who can save time, money, and 
fatigue in journeying or writing to the city to get a pair of stand- 
ard shoes, a standard piece of furniture, a standard pair of skates, 
or in fact almost any nationally advertised piece of merchandise 
in Bayonne. 

3. Induce the local merchants’ association to guarantee 
satisfaction to customers that shop in the stores of its members 
licensed to display the ““Bah’’ (Buy-at-Home), sign. 

4. Offer a prize to any team in debating which wins in a de- 
bate on the Buy-at-Home subject; and a prize to the writer of 
the best letters advocating home purchasing; then print as news 
in the local papers a summary of the arguments of the debate 
and the letters. 

5. Furnish the local newspapay with free cartoons on this 
subject and also articles. 

6. Distribute traveling advertisements, which carry the 
Buy-at-Home message among the friends of the person to re- 
ceive them, such as “The Bayonne Shopping Game—an Enter 
tainment to be Played by You and Your Friends.” 

7. The League plans to run a movie reel wherein the nipote’ 
by shopping at home saves enough money and strength to go to 
the movies. 


About fifteen other methods like these have been 
evolved which might be called ‘“‘standard,”’ in that 
they can be used in any other section of the country 
besides in Bayonne. 

But the League, not satisfied with its own accom- 
plishments, wishes to learn of the experiences of other 
merchants. It believes that if it and they and all re- 
tailers in the United States should join together and 
shout, ““Buy-at-Home,”’ and give the advantages, a 
movement will be started of great results for all. 

For these two reasons the League has decided to call 
a meeting of delegates from the different local mer- 
chants’ associations and boards of trade, in the East, 
including any individual merchants, unattached, who 
care to journey to Bayonne. It also invites corres- 
pondence from everybody on the subject to discuss the 
need of a national organization to carry on active 
work. 

It asks that every member of a merchants’ associa- 
tion who reads this notice will bring it before the next 
meeting of his association and get it to act on the mat- 
ter, and to write the secretary whether his association 
will join the movement and whether it will send dele- 
gates. Address Willis H. P. Shelton, 88 West 36th 
Street, Bayonne, New Jersey. 


New Shoe Stores 


Chipman H. Rockwell, Washburn, Me. 
W. H. Harper Co., Monticello, Ark., Shoe department. 
Snow & Murray, Dennisport, Mass. 
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The Four Big Sellers in the 
White Shoe Dressing Line 


UST the Quick Cleaning, Leath- 
a er and Fabric re-beautifying 
preparations that your  cus- 
tomers will be eager to buy 
The quality of these dnentiegs will 
appeal to you and your most par- 
pt ta customers. 
They are dressings that simultane- 
ously remove dirt, whiten and re- 
store original freshness without bad 
after effects. 
Each preparation is packed attrac- 
tively and priced to pay dealers good 
rofits. 

‘Quick White,” 
at 10c. and 25c. 
“Top Notch White,” 
to retail at 25c. 
“‘Albo” (cake or powder), 2 sizes, to 
retail at 10c. and 25c. 

“‘Shuclean,” to retail at 25c. 
Anticipate your requirements and 
order early through your jobber or 
— of us. 

ers in foreign markets will please 

~ san requests for catalogue and 
= list care of our foreign depart- 
ment. 


Boston, Mass. 


two sizes, to retail 


one size only, 











ORDER NOW 








The Quality Line for Children 








Williams, Hoyt & Co., 


ALL LEATHERS 


IN STOCK 


FOR SPRING 





F40—Patent, 5 to 8, $2.00 84 to 12, $2.25 12% to 2, $2.75 
F41—Dull Calf, 5 to 8, $2.05 8% to 12, $2.30 124 to 2, $2.80 
F43—Tan Calf, 5 to 8, $2.30 834 to 12, $2.55. 


SAMPLES SENT PREPAID 


DON’T WAIT 





Rochester, N. Y. 


We can put you in touch with the big European abil 


of Leather and Shoe Supplies. 
gate this business and the information and service which 


we can render you. 


It will pay you to investi- 


Address The Shoe Manufacturer, 207 South St., Boston. 
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SPATS! 
The. kind you want---the 


kind that are selling! 


Cater to your exact trade by featuring 
the Jacob line of perfect fitting spats. 























Champagne Pearl Grey Fawn 
Dark Grey Chamois Ivory 
Canary 


$9.00—$12.00—$15.00—$18.00—$24.00—$30.00 per dozen 
Immediate delivery on ALL COLORS and WHITE Spats 
If your jobber cannot supply you, write us 


H. JACOB & SONS 


BROOKLYN NEW YORK NORWALK, CONN. 
Manufacturers of LEGGINGS, OVERGAITERS, and BAREFOOT SANDALS 


519 East 72nd Street, New York 


























Patent Button 
White Goat Top 





—_=" Phese Two Styles 
| IN STOCK 


will prove profitable to any 
retail merchant who orders 
them at today’s prices. They 
are being re-ordered from 
all sections of the country. 


AA, 4% to 8, A, 4 to 8, B, 3 to 8, C&D, 2% to 8. 


TERMS 30 DAYS NET 
Prices subject to change without notice 


No. 0567—8}4-inch Black No. P-574—8-inch Patent 
Glazed Kid, Perforated Leather Button, white goat 


Vamp, 2-inch Leather Louis ( F 4 7 ( ‘ oO -inc. er 
Heel, 171 Last. rr Pp or “J @ OC. Louis eee ig Peer suing ” 
$450 ROCHESTER,N.Y. $5.00 


NEW YORK OFFICE: 
E. H. TALBOT 
127 Duane Street 











ae = _— —— i ettlinatetimeneedl a = 
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Give it a prom- 
inent place in 
your Men’s 
Department 
and it will bea 
real Money- 


Maker for you. 


CHARLES A. EATON COMPANY 
BROCKTON; MASS. 





WILLIAMS 


WORK-SHOE 
SPECIALTIES 


‘“‘For Hard Work and Rough Wear’”’ 
100,000 pairs *“* IN-STOCK ” 






















A great variety of 
styles, each one attrac- 
tive in appearance and 
designed to give the 
maximum of Comfort 
and Service. 
All are ready 
for immedi- 
ate shipment. 
No. 1531 


Brown Trout Brook Blu., Unlined---Double 
Sole---Goodyear Welt. 


Send for PRICE LIST 


ARTHUR A. WILLIAMS SHOE CO. 


HOLLISTON, MASS., U.S. A. 
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Vogue 
The Gaiter of Style and 


ea. Many retailers— 

3 particularly the 
large city trade— 
have made a killing 
with their sales of 
overgaiters. As the 
season advances, 
the demand grows 
greater and more 
general—women in 
the smaller commu- 
nities as well as the 
big centers are 
showing a keen ap- 
preciation of the 
smart appearance 
and economic ad- 
vantages of this 
style-feature of the 
season. 


Satisfaction 


If you are not fully 
equipped to meet 
and take advantage 
of this extra profit- 
opportunity, write 
us for a sample 
dozen. 





In the following colors: 
White, Taupe, Pearl Gray, Chamois 
10 button ees per doz. 

“a I fees 


bres: ae 2.00 
2% 10 Days F. O. B. Factory 


The Morris Over-Gaiter Co. 


324 Union Street 
Lynn, Mass. 

























Shakespeare 
Shoe Store Chairs 


Store Space 


Most Practical 
and Su ‘ul 
Shoe S 





rangement 
| Ever Planned 






Write for Catalog 
The C. F. Streit Mfg. Co. 


1047 Kenner Street 
CINCINNATI, O. 


- e 
Trade Marks in Foreign 
Countries 

Do you Realize the augettense of Protectang your 
Foreign Trade in Cuba, Mexico,. the South Amerian 
Countries and also in Europe, Asia and Africa? 

Certain Foreign Countries award exclusive trade-mark 
rights in a trade name or mark to the first applicant, ir- 
respective of prior use by another. This allows the 
piracy of valuable trade-marks in such countries. 

The Boot and Shoe Recorder maintains a Patent and 
Trade-mark Department fully equipped to promptly 
handle your applications for Registration of Trade-marks 
in all Foreign Countries, as well as in the United States. 


Address all Inquiries to Boot and Shoe Recorder Patent 
and Trade-mark Department, 207 South St., Boston, Mass. 
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Failures 


Boston.—Frank Goodman, 1376 Dorchester Ave., shoes, reported assigned. 

Everett, Mass.—Samuel Weiner, shoes, reported offering to compromise at 
25 per cent. 

Worcester, Mass.—Worcester Shoe and Rubber Co. (M. Schwartz, Proprietor), 
shoes, etc., reported offering to compromise at 40 per cent. 

Montgomery, Ala.—William Pinner, shoes, etc., reported petitioned into bank- 
ruptcy. Reported receiver appointed. Reported meeting of creditors 
called for February 23. 

Gadsden, Ala.—E. L. Wood (Wood’s Shoe Store), shoes, reported petitioned 
into bankruptcy. Reported meeting of creditors called for February 23. 

Enterprise, Ala.—A. L. Hildreth, shoes, etc., reported meeting of creditors called 
for February 15, last. 

Marion, Ala.—Max Shiller, shoes, etc., reported petitioned into bankruptcy. 

Key West, Fla.—Louis Wolfson, shoes, etc., reported petitioned into bank- 
ruptcy. 

olfson Shoe Co., shoes, etc., reported petitioned into bankruptcy. 

West Point, Ga.—Nathan Stark, shoes, etc., reported meeting of creditors called 
for February 17. Reported offering to compromise at 35 per cent. 

St. Paul, Minn.—Unity Shoe Co., shoes, reported asking general extension. 

Columbia, Miss.—Goss & Wilks, shoes, etc., reported extension granted. 

Starkville, Miss.—I. Katz, shoes, reported first meeting in bankruptcy to be 
held February 20. 

Fulton, Mo.—J. L. Gingrich & Son, shoes, etc., reported assigned. 

Elizabethport, N. J.—Sam Levy, shoes, reported offering to compromise at 
25 per cent. 

Dunellen, N. J.—Frederic Harrington, Inc., leather, reported receiver appointed. 

Salem, N. J.—Benj. Saltzberg, shoes, etc., reported meeting of creditors called 
for February 13, last. 

Central Park, N. Y.—Mendel Schulman, shoes, etc., reported petitioned into 
bankruptcy. 

Willsboro, N. Y.—S. D. Stafford, shoes, etc., reported petitioned into bank- 
ruptcy. 


Cleveland, Ohio.—R. & E. Shoe Co., shoes, reported asking general extension. - 


Oil City, Pa.—Barney Slesnick, shoes, etc., reported petitioned into bankruptcy. 

York, Pa.—L. P. Hammond, shoes, reported petitioned into bankruptcy. 

Westport, Tenn.—J. T. Merrick, shoes, etc., reported petitioned into bank- 
ruptcy. 

Salt Lake City, Utah.—D. W. Horsley Department Store, shoes, etc., reported 
assigned. 

Leesburg, Va.—Mrs. C. Dunn, shoes, etc., reported petitioned into bankruptcy. 

Montpelier, Vt.—S. Berman, shoes, etc., reported petitioned into bankruptcy. 


Changes 


Boston.—Helbrun Leather Co. (114 Lincoln St.), leather, succeeded by Hel- 
burn-Thompson Co., incorporated, authorized and paid-in capital, $250,000. 
$ D. H. Baldwin Co., to design and make shoe patterns, authorized capital 

2,000. 


Orange, Mass.—F. R. Bolton, shoes, advertising to sell out. 


AAR NLL INB PIN I EOL IEE LLORES LEE LE LIE BES SIE 
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Changes in Business ¢ ¢ + 
The Last Week’s Failures, 


Suspensions and Changes 


Chelsea, Mass.—Bartels & Thelen Co., shoe manufacturers,”incorporated with 
authorized capital of $200,000. 

Lynn, Mass.—Standard Shoe Co., to manufacture, buy, sell’and deal in shoes, 
slippers and footwear of all kinds, authorized capital of $8,000. 

Haverhill, Mass.—Geo. T. Evans, shoes, out of business. 

Lynn, Mass.—A. E. Little Co., shoe manufacturers, incorporated with author- 
ized capital of $6,500,000. 

Chicago, Ill.—Frank J. Drufke, shoes, sold out*to Peter A. Bronder. 

Peter Tomaszewski, shoes, reported sold ‘out. 

Waukegan, Il].—A. B. De Champaine, shoes, sold out to auctioneers. 

Kendallville, Ind.—O. B. Kattman, shoes, etc., sold out to Weingart & Mahrs. 

Marion, Ind.—Boston & Big Store Co., shoes, etc., capital stock increased to 
$300,000; have bought out Goldthwait & Sons Co. 

South Bend, Ind.—Boorda & Toth, shoes, will dissolve. 

Muncie, Ind.—C. R. Janney, shoes, etc., sold out to Modern Shoe Co. 

Lexington, Ky.—The Special Shoe Co.,¥shoes,{C. L. Hanks has purchased ‘the 
interest of his partner, E. C. Adair, in the above. Mr. Hanks becomes sole 
owner of the business. The firm name will remain unchanged and the 
busi i ducted at the same location, 206 West Main St., near 





wi D ce 

Upper St., as formerly. 

Fergus Falls, Minn.—Otter Tail County Co-operative Co., shoes, etc., sold out 
to Carr & Poss. 


New York City.—Jos. Benatsky, 49 Bayard St., shoes, sold out; reported left 
town. 


Kathryn, N. D.—Thoreson, Runck Co., shoes, etc., J. B. Runck retires. 


Sapulpa, Okla.—Model Shoe and Furnishings Co., shoes, etc., incorporated 
with capital of $10,000. 

Riverside, Tex.—J. M. Broyles, shoes, etc., sold out to J. A. Johnson. 

Springfield, Vt.—C. A. Leland & Son, shoes, etc., sold out. 

Montreal, P. Q.—Jackson & Savage, Ltd., manufacturers and wholesalers of 
shoes, style changed to the Miner Shoe Co., L 

Canadian Columbia Counter Co., manufacturers, incorporated with 

authorized capital of $10,000. 

Arlington, Wash.—A. V. Peterson, shoes, etc., sold out to Nels Peterson. 

Wenatchee, Wash.—Gulley Shoe Co., shoes, sold out. 


Rubber importations have fallen off to some extent, 
via the Atlantic, and increased somehwat via the 
Pacific. Not only is there less risk in shipping to Se- 
attle or San Francisco, but the passage is quicker, un- 
der present adverse conditions in the Atlantic. Some 
rubber is coming via the Panama Canal, but not 
enough to be of importance. Shipments direct from 
South America are somewhat larger than in former 
years. 

















Shoe store of Antonio 
Lema, San Juan, Porto 
Rico. Sales approxi- 
mately 70,000 pairs a 
year. All fittings came 
from the United States. 
Men’s shoes sold up 
to $10 a pair. Ladies’ 
shoes up to $8. 
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Classified and Opportunities Department 


“Recorder” rates for space less than one-eighth OSITIONS WANTED: Three cents per word for 


page per issue: 


Space 1 time 7 times 13 times 
1 inch $4.00 $3.00 $2.75 
2 inch 8.00 6.00 5.25 


3 inch 12.00 9.00 7.75 
4 inch 15.00 12.00 10.00 


each insertion. Minimum amount accepted, 

sixty cents. For other “Want” advertisements, 

five cents per word for each insertion. Minimum 

26 ti sou amount accepted, One Dollar. Ads under this head- 
mes of tumes —_ ing will be received up to 5 o’clock Tuesday, P. M. 
$2.50 $2.00 When advertisers desire answers to come in care of 
, ’ this office, twelve words must be allowed in each ad- 


4.75 4.00 vertisement for address. When advertisers desire re- 
plies forwarded direct to their address, each word of the 
7.00 6.00 address must be counted in the advertisement and 


paid for accordingly. Answers to ads must be sent 
9.00 8.00 under letter postage. 


Payment in advance is required, except when regular advertisers, as amounts are too 


small to open accounts 





SALESMEN WANTED HELP WANTED FOR SALE 
ANTED—Salesmen to handle a short line of PPORTUNITY—Man wanted in shipping, GOING business, making money. Shoes, 
children’s high-grade specialty shoes. Texas, selling and stock department of a manufac- clothing, dry goods. Town of 7,000, south- 


Oklahoma, Coast States and Middle West terri- 
tories. Only salesmen covering territory for a long 
time considered. Strictly commission. Mention 
line now carried and give full particulars in reply- 
ing to this ad. Will be ‘coukedl enuliientiolee. Ad- 
dress “‘H. F.,”’ care Boot and Shoe Recorder, 189 
West Madison St., Chicago, Ill. 


Se . wanted by large Western manu- 
facturer of men’s welts, for Ohio and large 
towns in western Pennsylvania and West’ Virginia. 
Address A851, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





turer of men’s shoes. Must be capable of selling west Louisiana. Owner leaving. About $8,000 
caring for stock, filling orders and taking care of would handle deal. References with answer. Ad- 
salesmen’s sample department. dress ‘“‘Chance,” care Boot and Shoe Recorder, 207 
A good opportunity is ,— to a man of abilit South St., Boston, Mass. 
and experience that can furnish satisfactory ref. 
erences. 
Prefer a young man having some experience in 


factory detail : 
o> a a pete ont salves = BUSINESS OPPORTUNITY 


pected. 
corder, 207 South St., Boston, Mase. RACTICAL shoemaker would buy an interest 
in a women’s factory, and can also merchandise 




















ANTED—Salesmen with established trade 

to carry on commission men’s work shoes, 
Goodyear, welt, McKay and nailed (popular prices), 
in Illinois, Michigan, Indiana, Ohio, Pennsylvania, 
New York. Give experience and reference in first 
letter. The E. B. Piekenbrock Shoe Mfg. Co., 
Dubuque, Ia. 


ANTED—A salesman with established trade 

in Kentucky and Tennessee or Arkansas 

and Louisiana. An exceptional opportunity for a 

live salesman to sell our line of men’s, women’s and 

children’s shoes on a commission basis. Best of 

references required. Commissions will be paid only 

as earned. Address A848, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 


HOE SALESMEN WANTED—Who have an 
established trade with best dealers in following 
cities and near-by territory to sell one of the 
strongest lines of children’s and infants’ turn shoes 
and slippers: New York, Philadelphia, Cleveland, 
Atlanta, New Orleans, and also salesmen who have 
established trades in Southern and Western States. 
Address with references X, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


ANTED—Experienced salesman to carry on 
commission the “KESCO” line of infants’, 
children’s and misses’ turns and McKays in Wash- 
ington, Oregon and California. Can be carried 
with line not conflicting. Address with references 
The Kepner-Scott Shoe Co., Orwigsburg, Pa. 

















POSITION WANTED 


OSITION WANTED as manager and buyer 
for shoe department, where my experience and 
close attention will mean success. Fifteen years’ 
experience. Can furnish references as to character 
and ability as manager. South or Southwest pre- 
ferred. Address A857, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 


wre needs a dependable shoe buyer and man- 

ager? Honesty, ability and integrity proven. 
Age thirty; married: thirteen years’ experience. 
Exclusive shoe store in Middle West or East pre- 
ferred. Address A856, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 














HELP WANTED 


I . 8S. PLAUT & CO., Newark, N. J., require the 
4 services of buyer for women’s and children’s 
shoe department. .Apply by letter stating expe- 
rience, etc. 
ANDALS AND STITCHDOWN' SHOES: 
Factory wants assistant sales manager. Emil 
Kaufmann Co., Park Ave. at 129th St., New York, 








the output. Factory must be on a paying basis, 
and able to furnish a satisfactory statement. Ad- 
dress A855, care Boot and Shoe Recorder, 207 


LINE WANTED South St., Boston, Mass. 

re met ene ore doing “pons one 
7ANTED—Line of misses’ and _ children’s ; undred Mity thousand Collars cash business, 
W “velts and MeKays for Chiceue and Middle it fh ay Gaane, Se Soe ee 
West. References. Address D. H., care Boot and corner sn the city, space for women 8 Shoes. Strak 














Shoe Recorder, 189 West Madison St., Chicago, res" eS ee i 
i. South St., Boston, Mass. 
ITHER men’s welts or women’s welts and Mc- XCHANGE five-story apartment and store, 
Kays. Preferably for Southwest territory. ‘1, main avenue New York City, for a shoe 
, Best references. Address ‘‘J,”’ care Boot and Shoe tore. Address J48, care Boot and Shoe Recorder, 
Recorder, 207 South St., Boston, Mass. 127 Duane St., New York City. 











ESIDENT salesman for Baltimore, Washing- 
ton and vicinity wants shoes of quality and 


price. Address A847, care Boot and Sh R 
corder, 207 South St., Boston, ly citinil WANTED TO PURCHASE 


MANUFACTURER'S line of women’s popu- | 
pot my style shoes. Iowa, Nebraska, Kan- BEEBE EB SBSBSBRBeBeees 
sas. Address A839, care Boot and Shoe Recorder, 
























































189 W. Madison St., Chicago, Ill. a es 
® e 
& & 
MANUFACTURERS * AL 
y A 
Who Want Increased Sales! es - 
& 
High-grade sales manager desires new 
connection as agent of several non- a We Buy for Cash e 
conflicting quality lines men’s dress g Ceti? Sted enh e 
and work, boys’, women’s, children’s; Retailers’ Surplus Stocks, Jobs, . 
to cover Central and Western States, s Closeouts 
including large cities. @| NO QUANTITY TOO LARGE |# 
Opportunity to open progressive in- a We also purchase entire stocks © 
stock house in Chicago, with factory — pope ye me Z 
direct business. Address A849, care a Rave fer cale. on 
t Leases en 
ong oe eee Se 207 South |] We Pay Highest Cash Value x 
® VAN PRAAG & CO.,|® 
rs Shoe Dept., Martin Posner, Manager i | 
15-17 Greene St., New York, N. Y. 
@ Telephone 2248-2249 Spring 
BEEBE BESBSBSE ERB EEEBE SB 
FOR SALE 
HOE STORE FOR SALE in Boston district, Job Lots of Shoes & Leather 
\S with distinct community trade. All new stock Ace Sold Through the 
in good styles and sizes, and a going business. Recorder Want Ad Page 


Good paruniy for small investment. Address 


“X-Z-Y,” care Boot and Shoe Recorder, 207 South 4 C E N Ky ~ A W oO R D 


St., Boston, Mass. 
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Mailing Cards for Small Town Trade 

















SHOES | LINEN COLLARS COST SHOES 
FOR MORE THAN SHOES FOR 
MEN A linen collar costs 15 cents. You soil one each day. It costs 3 cents to WOMEN 

launder, and 15 times to the laundry it is worn out; which makes 4 cents each 
day for linen collars—25 cents per week—$1.20 per month—$14.60 per year— 
at which is more than the average person’s shoe expenditure. at ; 
By adding * cepts to beter 4 - a _ of ig ges at our 00 
store, or you can buy FouR pair of $3.50 shoes and have 60 centg left. You can 
$3.00 buy TWo pair $4.00 shoes, ONE pair of $3.50 shoes and ONE pair of $3.00 shoes and $3. 
$3.50 have 10 cents left. For 40 cents more you can buy THREE pair elegant $5.00 $3.50 
$4 00 —_ and Lao 7 a a luxury add 40 cents to the amount and buy Two $4 00 
u pair of our beautiful $7.50 shoes. ' 
By a comparjson of values no article of clothing has ever cost as little or been 
$5.00 worth as much as shoes. This has been the fact for years and is true today de- $5.00 
spite the increase in cost during the past few months. 0 
$6.00 We are headquarters for GOOD SHOES for Men, Women, Boys, Girls and $6. 
$6.50 Children. We have the largest store of shoes ever assembled in the courty, $7.50 
carrying only nationally known trade marked shoes of known quality. a Pa . 
$7.00 shoes here and you will’ enjoy shoe satisfaction and foot comfort. BUY NOW! $8.00 
$7.50 ABRAHAM BROS., Casey, Illinois $10.00 
.The Only Exclusive Shoe Store in the County 




















This 5x8 card is mailed by Abraham Bros., under a one-cent stamp to a list of 


customers and prospects within their sales radius. 


The idea of drawing deadly 


comparisons is useful in overcoming any impression that shoes are unreasonably 
high in proportion to the service rendered 


WANTED TO PURCHASE 





Young Shoe Salesman 





Married 


Robert F. Doyle and Miss Lillian May 
Kennedy, both of Brockton, were mar- 
ried last week in Brockton. Robert, or 
Rob (as he is familiarly known) Doyle 
travels in the middle west for T. D. Barry 
Company. He is one of several brothers 
who have made good names for them- 
selves in connection with making and 
selling shoes. Rob is a brother of Albert 
F. Doyle of the firm of Wall, Streeter & 
Doyle, Inc., North Adams, Mass., and 
uncle of Superintendent Doyle of T. D. + 
Barry Company’s No. 2 plant. Rob will 


Highest Cash Prices Paid 


for entire shoe stocks. We also bu 

your surplus or slow sellers. Quanti- 
ties no object. 
Short term leases taken off your hands 


Correspondence Confidential 


GLAUBERG & CO. 
520-522 Broadway, New York, N. Y. 


We also purchase clothing, 
hats, furnishing goods, etc. 


Retail or wholesale. 


Wire or Phone us 


stablished 1890 








soon take his departure on his season’s 





selling trip with the Barry lines, and 
about June 1 will take up his residence, 
with his bride in Brockton. 


Do You Wish to Raise Cash Quick? 
Entire orsu 
elothing am | merchandise of a 
bought for spot cash. Short term | 
taken off 

BEFORE SELLING WRITE US 


lus stocks of shoes,drygoods, 
kinds 





eases 
our hands. Retail or wholesale 





“There was a man in our town, 
And he was wondrous wise, 
He swore, it was his policy, 
He would not advertise. 


Cc Ss 
Brooklyn Purchasin 
FRANK WA 
610 BROADWAY, BROO 
Tel. 2328 Williamsbur, 


trictly Confidential 
Syndicate 


LKER, ietor 
KLYN, N. Y. 
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MISCELLANEOUS 








Bicycle 
STEP 
LADDERS 


are made in 
many styles 
and to fit 
all kinds of 
shelving. 
Send for catal 


giving full descrip- 
tion and prices 





The Bicycle Step 
Ladder Company 
67 Randolph Street 
Chicago - - Ill. 























**Florida by Sea’’ 


SERVICE FROM BOSTON 


$45.00 Jacksonville and Return. 
14-day—2500-mile trip. Every Thursday. 


$18.00 Old Point, Va., and Return. 
3-day—1000-mile trip. Every Saturday. 


$22.00 Washington, D.C., and Ret. 


Meals and Berth included on. steamer. 
Through tickets to points South and West. 
Steamer for Baltimore, Mon., Wed. and Fri.; for 
Norfolk, Tues., Thur. and Sat.; for Philadel- 
phia, Thur. 5 P.M. 

Send for particulars 


Merchants & Miners Trans. Co. 





But one sad day he advertised, 
And thereby hangs a tale, 
The ad was set in quite small type 

And headed ‘Sheriff’s Sale.’ ”’ 








WANTED TO PURCHASE 


Highest Cash Prices Paid for Close Outs 
We wh coy Cine Sey ned od ag’ ie of 
shoes, Fa secon surplus lots, \- 
foned Shows, Entire planta, Wholesale Stocks, 
Retail Stores, etc. e have an unlimited ex- 
outlet—you can realize best priee by deal- 
direct with us. Also buy merchandise 
stocks of every description or large, new 
er old style. Correspondence confidential. in- 
New Yock Eapase Peach, Corporatio 
lew port Pure! m 
42 Lispenard St. New York City 

















CASH PAID 


for shoe stores or surplus stocks of shoes 
or for other merchandise. taken 
over. We will send a representative te 
imvestigate and make effer upon request 


Max Kalter Mercantile Co. 
106 Grand St., New YorkCity. Phone,Spring9413 











Retailers --- Manufacturers 
Surplus Shoe Stocks 
SLOW SELLERS 
HIGHEST CASH PRICES PAID 
Drop a Line to 


A. M. SACKS 


19 Albany Street Boston, Mass. 


C. H. Maynard, Agt., Pier 2, Northern Ave. 
City Ticket Office, 248 Washington St. 
“Finest Coastwise Trips in the World” 














B. W. GODSOE, Pres. 
W. G. DONALD, Vice-Pres. 
F. E, JONES, Treas. 


F. E. JONES COMPANY 


corons MAT KID 


COLORS 
95 South Street. Boston 
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Are Sold Through the 
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60,000 FIRE IN 
LEATHER CO. 
BUILDING 


BOSTON, Feb. 23—Fire of un- 
mown origin gave the firemen a 
stubborn battle before it was extin- 
guished early yesterday morning in 
the top floor of the six-story brick 
building at 176 to 182 South Street 
ind 137 Beach Street, occupied by 
the American Oak Leather Com- 
pany. The loss from fire, smoke and 
water is estimated at between $60,000 
and $75,000. 

Hardly before a stream of water 
was thrown into the building the 
flames shot through the windows on 
the top floor of the South Street 
front, following a number of hot air 
explosions which endangered the 
firemen. . f i 

The entire building is occupied 
by the American Oak Leather Com- 
pany, which carried a heavy stock 
of leathers of every grade. In addi- 
tion to the fire loss on the top floor 
there will be great damage from 
smoke and water on the other five 
floors. It is understood that the 
loss is covered by insurance, and 
that the slogan this morning is 
“business as usual.” 


ON THE WAY WITH 
FALL SAMPLES 


Salesmen Leave Chicago After 
Big Banquet 


CHICAGO—At the Hotel La 
Salle a Washington’s Birthday Ban- 
uet was given the salesmen of A. S. 
Kreider Co. by H. Cushman. The 
banquet terminated a convention of 
the salesforce, consisting of: C. 
Bowman, Northern Iowa; B. R. 
Boyle, Southern Iowa; M. R. Cron- 
shaw, Illinois; J. B. Dillon, Ne- 
braska;. Geo. G. Howell, Detroit; 
A. J. Peil, Minnesota; O. G. Peters, 
Indiana; G. L. Studley, Michigan; 
James Waddle, Wisconsin; Fred C. 
North, North and South Dakota; 
E. A. Norris, Northern. Illinois; 
Ed. Schoppen, Eastern Illinois; G. E. 
Booth, California; A. W. McNaugh- 
ton, North-West; and H. J. Bubeck, 
H. R. Estes, Jr.; Al. Rosen, Ed. 
Schoppen of Chicago territory. 


DIVIDEND 
100 PER CENT 


QTOCK 


MUSKEGON, Mich. — Muske- 
on Leather Co. has declared a big 
ividend. A stock dividend of 100 
per cent as a result of which every 
stockholder gets a share of common 
stock for every share he now holds 
has been declared by the C. G. Fleck- 
snstine Co. of Muskegon Heights. 





Capitalization of ny has n 
vcrehoad from $75,000 to $150,000. 





ISSOURI MER- 
CHANTS ORGANIZE 
WITH N.S. R.A. 


Activity Assured 


ST. LOUIS, Feb. 21—The Mis- 
souri Shoe Dealers’ Association is 
organized, with about one hundred 
merchants representative of all sec- 
tions of the state as a nucleus, and 
with M. Griffiths of St. Joseph as its 
first president, and Horace Swope 
of St. Louis as its first secretary- 
treasurer. 

Yesterday A. F. Sloane, Field 
Secretary of the N.S.R.A. who had 
been wired by the officers at Phila- 
delphia to assist the Missouri Or- 
ganization in any way possible, 
resented the advantages of af- 
fliation with the National, and by 
vote of the delegates affiliation was 
ordered accordingly. 

The committee which arranged 
the preliminary details of the con- 
vention included H. J. Fiedeler of 
the Famous & Barr Shoe Depart- 
ment, Arthur E. Ebbs of the Swope 
Shoe Company, William Graham of 
the Hanan and Sons Shoe Co.’s 
local branch; *C. C. Harris of the 
Scruggs, Vanervoort-Barney shoe de- 
partment, Frank Ames of Brandt’s, 
and S. G. Hinckley of the Stix Baer 
and Fuller shoe department. The 
members of the convention, in addi- 
tion to their attendance upon its 
sessions, visited the Pageant of 
Fashion at Moolah Temple and were 
entertained at a dinner Tuesday 
evening. The preliminary officers 
of the gathering were C. P. Miller of 
Columbia and W. H. Griffith of St. 
Joseph, chairman and secretary re- 
spectively. 

The morning session today was 
given over to the consideration of 
“Alternates for Leather,” with M. 
W. Pattison, representing the Good- 
year Tire & Rubber Co. as the 
invited speaker, who opened up 
the discussion with a talk on “‘fibre 
soles and the comparative cost of 
leather.”” Hisinteresting address was 
followed by an hour’s questionnaire. 
The session wound up with a dis- 
cussion of profits shoe merchants 
should realize on_ selling prices, 
due consideration being given to 
subjects of rent, salesmen and other 
overhead items affecting the retail 
price of shoes, and the profit thereon. 

The new Missouri Association 
starts out auspiciously with a large, 
live membership, giving strength to 
the states’ retail shoe industry and 
support to the objects of the Na- 
tional organization. 


\/O SHIPPING — 
INFORMATION 


WASHINGTON — Destinations 
and manifests of merchant ships 
leaving American ports are to be no 
tonger made public during the crisis 
wit. Semany, according to a de- 
cision by the United States Govern- 
ment. 


HIFTING OF TRADE 
IN SHOE STORES 


A Development of Present Signif- 
icance in Shoes at a Price 


-How About the $5.00 Shoe? 


BOSTON—The New England 
Shoe Wholesalers’ Association at 
its last meeting discussed the 1917 


‘| leather footwear situation, the Asso- 


ciation for the nonce having de- 
parted from its usual custom of dis- 
cussing the rubber footwear ques- 
tion. The information imparted by 
the invited speakers was exceedingly 
important, as well as timely. 
red W. Donovan, Chairman of 
the Massachusetts State Board of 
Labor and Industries, and one of 
New England’s best-known ‘shoe 
manufacturers, was the first after- 
luncheon speaker. 
In the course of his exceedingly 
interesting remarks he said: 


“We are passing through times 
when all of us feel that we should 
do everything within our power for 
our State and our country and be 
willing to make many sacrifices. As 
a matter of fact, we do not make 
enough of them. 


Business Man’s Attention 
Needed in Legislative Programs 


“Before taking up the question 
of so-called substitutes for leather 
in the manufacture of shoes, which 
I have been requested to discuss, I 
would like to call your attention to 
the numerous bills affecting the 
manufacturers of Massachusetts now 
pending in our Legislature. These 
measures, or many of them, present 
serious problems to invested capital, 
and I think that our business men 
ought to be willing to go before the 
Legislative Committees, to whom 
these bills are referred, and tell 
them the truth about things and not 
be content with sending to repre- 
sent them even the very best attor- 
nies available. It is a mistake for 
business men to send paid counsel 
to these hearings instead of going 
‘themselves, because it gives the 
legislators the idea that they are so 
busy. maki g an extra dollar for 
themselves that they haven’t time 
to attend to even this important 
matter. They should be their own 
spokesmen to a far greater extent 
than they are at present.” - 


Doesn’t Favor Substitution 
Mr. Donovan then took up the 





subject of the increasing use of sub- 





slab 
OVin- 


a 
yarvous parts 
that he has 


stitutes for leather in 
of shoes, a question 
publicly discussed on several other 
occasions. 

At the outset, he said that he 
does not favor the term “substitute” 
in this connection, because what the 
increasing use of these materials 
really means is a changing standard 
of shoe construction. which com- 
menced with the replacing of leather 
linings with fabric ones many years 
ago. “I think it is correct to say 
that we have found new standards 
of shoe manufacture in the last few 
years, rather than that we have 
arbitrarily sought to substitute one 
material for another,” said the 
speaker. 

Continuing, he said, 
fectly satisfied because my religion 
is of the same standard as 65 years 
ago, but I would not be satisfied 
with the shoe standards of that 
period. We have successful used 
canvas and duck as a new standard 
of linings, for example, and why 
should we want to go back to the 
standard of our fathers’ time of 
three score years ago. 

“There is no need today of heavy 
leather boxes or of leather linings, 
and if cloth is good for the tops of 
high shoes, it is good enough for 
low shoes. We found that dry cork 
was better for filling than léather, 
that it kept the feet drier, and was 
not called a substitute. It was 
just a change of standard. Steel 
arches took the place of leather 
arches and became part of a new 
standard. It was the evolution of 
industry. - But we have found 
latterly that steel is so poor and so 
scarce that the best peg-wood is 
apt to be a better material. When 
ange dried and treated it ig 
really the finest thing to use for a 
shank; so away goes steel and in 
comes wood—still another change in 
standard. 


The Waste of Years Ago 


“Years ago we wasted the finest 
kind of leather for the base of the 
heel. Later on we shredded and 
paraffined leather and moulded it 
ust like leather itself. Properl 
handled and mixed a fiber top lift 
is better by 90 per cent than the 
average leather top. This, by the 


“I am_per- 
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way, is the day of the chemist in the 
shoe and leather industry and his 
importance must by no means be 
under-estimated. In short, a heel 
does not have to be all leather ee 
‘ “The fiber sole today efficiently 
handled is a better piece of material 
to come next to the ground than a 
leather sole. 

“To utilize these things and thus 
keep shoe prices from going up fur- 
ther is to perform a valuable public 
service.” 


£The Age Limit on Calves 


Mr. Donovan then referred to 
the disturbing decrease in the cattle- 
raising industry of the United States, 
and in referring to a bill now before 
the Massachusetts Legislature de- 
fining the minimum weight at which 
calves may be slaughtered, said: 
“It would be a crime to allow any 
slaughtering of young calves in the 
United States during the next ten 

ears unless for the good of the 
erd. Why kill a calf. before she 
in turn has had a chance, like the 
full grown cow, to do for humanit 
what nature intended she should do 

“It is bad enough to kill off hu- 
mans so that they cannot any longer 
wear shoes. Let’s try to shoe effi- 
ciently and cheaply those that are 
left. Give the human family food 
as well as raiment. I believe the 
day is coming when every State in 
the Union will enact laws prohibit- 
ing the killing of calves.” 

“In the last seven months,” con- 
tinued Mr. Donovan, ‘‘the tanning 
of heavy hides has developed more 
than in any previous period, espe- 
cially in connection with the manu- 
facture of chrome split leather.” 


Leathers Won’t Recede in Price 


In concluding his remarks, Mr. 
Donovan expressed the opinion that 
there will be no further marked re- 
cessions in the price of leather in the 
near future. In the meantime, he 
said, it is wise for all of us to pro- 
mote the popularity of these new 
standards of shoe construction as 
much as possible. Kid leather has 
taken its place in the industry and 
let us keep it there. Let us also 
help out with cloth-top shoes and 
the utilization of split cowhide 
leather and we'll have calf leather 
enough to go round. 


The Shoes for $5.00 


Hollis B. Scates, manager of the 
retail shoe departments of Wm. 
Filene Sons Co., Boston, followed 
Mr. Donovan and gave a lucid 
explanation of present conditions in 
the retail shoe trade. 

After describing his office as a 
sort of national clearing-house for 
visiting shoe buyers from New 
England to the Pacific Coast, he 
said that the one question asked by 
practically of his callers is: 
‘Where can we buy some good 
shoes to sell at $5?” 


Not Selling Volume in Pairs 


Mr. Scates said that he has dis- 
covered that retailers throughout 
the country are not selling as many 
pairs of shoes today as they were 
a year ago. In the-case of his own 
firm, when the question of future 
purchases came up, it was found 
that the question of style was 
badly complicated with the question 
of cost, and in the end it was de- 
cided to settle the matter on the 
question of materials. 


The Consumption Abroad 


As bearing on the supplies of 
leather, and especially sole leather, 





the speaker pointed out the Allies 
are just now using between 10,000,- 
000 and 15,000,000 pairs of army 
shoes a month. For shoes that cost 
them $2.85 a pair two years ago 
they are now paying $6. ‘The situa- 
tion is so acute that, although the 
fact is not generally known, vast 
quantities of worn shoes are being 
sent to reclaiming departments. 
This state of things must continue 
as long as the war continues, as a 
pair of these army shoes last only 
about six weeks. . 


Referring to one of Mr. Dono- 
van’s statements, the speaker said 
that since October last no calfskins 
have been sent into Switzerland 
from Germany, as the Germans have 
found that it is not profitable to kill 
calves. They are worth far more to 
the nation as Bon they have grown to 
cows. Should war be declared be- 
tween this country and Germany 
our government will probably at 
once order a million pairs of army 
and navy shoes, with other millions 
of pairs to follow. The effect of this 
on sole leather prices is easy to 
forecast. 


Patent Leather Returning 


Mr. Scates, while expressing his 
disapprobation of the recent policies 


of manufacturers of colored kid, 
expressed the belief that patent 
leather will “come back.” atent 


leather, in connection with cloth, 
will be in vogue next season. 

“Any so-called substitutes must 
have as good wearing qualities as 
leather. A mere ‘substitute’ will 
not get by. I believe that cloth 
tops will have a long run in women’s 
shoes, and will be largely used in 
misses’, children’s and infants’ shoes. 
The public really is more concerned 
over the large increase in the price 
of children’s and infants’ footwear. 
We are advising our customers to 
buy fiber soles for juveniles. We 
don’t permit our salesmen to call 
them rubber soles.” 


Over a Billion Industry 


Passing to another phase of the 
situation, Mr. Scates asserted that 
the retailers of the United States 
are too much concerned about the 
volume of their business. They 
have been selling fewer shoes, but 
getting a larger total in cash. There 
has evidently been a marked shifting 
of trade from high-grade stores to 
medium-grade ones. Collections too 
have slowed up in the last thirty 
days. In the United- States we 
annually sell $1,200,000,000 worth 
of shoes at retail, and the retailers 
ne have about $400,000,000 
worth of shoes on their shelves. 
There are a lot of retailers who today 
own shoes that’ they are going to 
take a loss on. Now is the time to 
reduce stocks in number of pairs. 

It is significant that the repair 
department of the Filene Company 
since September 1 last is doing 400 

r cent more repair work than be- 
ore, and is actually obliged to turn 
away considerable of such work. 


What Will the Country Absorb? 


“T don’t believe,” said the speaker, 
“that the country will absorb as 
many men’s shoes on a $10 or $12 
per pair basis as it does on a more 
normal price basis. The present 
situation presents a very serious 
roblem for men with large families. 
t will tend to cut down on style 
extravagance and impel everybody 
to make their shoes last as long as 
ible. A curtailment in the 
gross volume of shoe business from 
now on is inevitable. This, however, 


LL MATERIALS, 
- FOR SHOES 


New Keynote Emphasized by 
A. C. McGowin 


PHILADELPHIA—The big ban- 
uet following the Pennsylvania 

onvention with its attendance of 
over three hundred was notable for 
having in attendance leaders in the 
merchandising and manufacturing of 
shoes. 

The committees in charger were: 
Banquet Committee—C. O. Hof- 
man, A. H. Geuting, W. T. Bryan, 
Albert Forster, T. J. Carrey; Re- 
ception Committee—M. G. Harper, 

. T. Bryan, Geo. M. Garman, 
C. Wendwoth, John N. Mayer, 
Charles Cleres, R. J. Curan, Wm. 
Cherry, John W. Loud. 

Philadelphia Shoe Retailers’ Asso- 
ciation Officers: Albert Forster, 
president; C. O. Hoffman, first 
vice-president; W. T. Bryan, second 
vice-president; Geo. M. Garman, 
secretary; John N. Mayer, treasurer. 

The banquet, punctuated with 





song and cheers was turned over 
with the usual ceremony to A. A. 
Lazarus who introduced A. a 


McGowin as toastmaster. 

A. C. McGowin said, ‘“‘The shoe 
merchant should elevate his own 
conception of the status of his busi- 
ness to the dignity it deserves. He, 
himself, gets more than he gives 
through association work, and no 
man succeeds in pushing another 
down. Co-operation has taken the 
place of competition. A. D. Ander- 
son, Editor of the “Boot and Shoe 
Recorder” struck the keynote today 
when he advised the using of the 

hrase ‘All Materials for Shoes’ 
instead of ‘Substitutes for Leather.’ 


The Association Idea 


Bartley J. Doyle, vice-president 
of the World’s Salesmanship Con- 
om on “The Association 

ea. 

“Every sale is a heart beat in the 
business world. Purpose of Organi- 
zation. Is it really worth while? 
Where will organization lead us, 
are among the questions asked by 
many of the shoe men. Two or three 
day conventions mean nothing un- 
less the seed which is planted at 
these conventions is nourished. It 
seems really strange that intelligent, 
sane business men must be spoken to 
in regard to association and organi- 
zation. 

A man is intra-dependent. His 
greatest liability is a competitor 
who knows not how to do business. 
Sixty-three per cent of the failures 
in the United States are due to the 
lack of knowledge of the cost of 
doing business. hen a man has 
subscribed to certain ethics and 
maintains them to a certain degree, 





will induce greater competition 
among the shoe manufacturers. 
“The customers of shoe retailers 
may be divided into three general 
classes: the wage-earners, the clerks 
of middle-class buyers, and the 
business men. The middle-class is 
the big factor in the shoe business, 
and its members have not received 
salary increases in any way com- 
mensurate with the increased cost 
of living.’ 
In closing, Mr. Scates deplored the 
talk sometimes heard among shoe 
retailers of the ease with which they 
can get higher prices for their : 
and he added that the shoe trade 
generally must do its merchandisi 





along more intelligent lines than in 
' the past. 





he does not like to see these sub- 
scriptions deteriorate. It is a good: 
omen that we are raising our stand- 
ards of truthfulness. Even President 
Wilson has called attention to the 
fact that business methods are chang. 
ing rapidly. There never was a 
time when the broadening of one’s 
vision and the necessity of organiza- 
tion was so absolutely necessary, 
We have a tradition not only to live 
up to but to build up—first, our duty 
is to organize; second, our duty is to 
organize; third, our duty is to 
organize!” 


Big Business and Better 


Rev. Dr. Alex McColl on “Big 
Business and Bigger Business,”’ said, 
“Both ministers and shoe men are 
anxious to save souls and soles. Our 
genius has been expended in build- 
ing business and creating a conti- 
nental civilization. We are realizing 
more and more in our vast develop- 
ment that individuals are becomin 
more valuable in the advancement of 
our times, each in his own small way. 
The task of building men and the 
many qualities necessary to make 
these men of our nation spring from 
the foundation of a good clean home. 
It is necessary to inculcate good, 
sound ideas into the minds of our 
children. The test of our future 
nation is the degree to which we can 
get our future men and women to 
share with us the problems and 
necessary building ideals of our 
nation. The making of men is the 
work of the future with materials as 
a by-product, and if we evade our 
responsibilities, the nation will be 
not better than those who consti- 
tute it.” 


AD PAPER 
PENALTY 


Checks in Washington Must be 
Good 








WASHINGTON, D. C.—Wash- 
ington shoe dealers are highly in- 
terested in a bill which has been 
introduced into the Senate by Sena- 
tor Pomerene, of Ohio, regulating 
the passage of checks in the District 
of Columbia. This bill provides that 
- person who, with intent to 
defraud, passes a check, draft or 
order for the payment of money 
when there is not sufficient funds 
to cover the amount thereof on 
deposit in the.bank drawn upon, is 
to be fined not more than $1,000, 
or imprisoned for not ,more than 
one year, or both. The passage of 
such a check is to be considered 
prima facie evidence of the intent 
to defraud and of the drawer’s knowl- 
edge of the fact that funds in the 
bank drawn upon are insufficient 
to permit the honoring of the check, 
provided that the drawer of the 
check shall not have paid the holder, 
on demand, the amount thereof, 
together with a | protest fees that 
may have accrued. 

he Washington Retail Mer- 
chants’ Association, of which a 
number of shoe dealers are members, 
has long been active in —— 
the passage of such a check, there 
now being no law to protect mer- 
chants from the activities of the 
passer of bad paper. This bill was 
introduced as a result of the as- 
sociation’s efforts, and all energies 
are to ~ see to — its 
passage ore gress adjourns, 
if le. In this work, the as- 
sociation will have the aid of the 
shoemen, individually, as well as 
that of a n of other civic and 
commercial organizations. - = ==— 
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RGANIZING 
RETAIL SALESMEN 





























Dn 


n New York —" Boston Stores 


BOSTON—Merchants here are 
terested in an agitation amongst 
salesmen, which 





one’s . 


o lid, ows signs of spreading to Boston 
“4 Ivé Bvhere an organization of retail 
r duty Balesmen already exists on lines 
y 18 to are regarded as_ generally 
18 to Beatisfactory. 

The “Recorder” has received a 
r telegram signed “L. H. Berwick, 


hairman of Committee Organizing 
Retail Shoe Salesmen’s Association 
of New York” expressing his desire 
to arrange a conference with the 
officers of the retail shoe salesmen’s 
association of Boston. 

The organizing of this association 
in New York is being directed by 
L. H. Berwick, manager of S. Levin’s 
Shoe Stores, and who is devoting 
all of his spare time as well as 
viding resources to the work. he 
wey object of the association 
wil be to shorten the working 
hours in shoe stores. For the past 
ght or ten weeks Mr. Berwick has 
been developing a plan and has 
been in touch with legal talent, labor 
experts and legislators. Nothing 
revolutionary is proposed, but it is 
hoped by associated action working 
with the store proprietors and not 
in opposition with them to lessen 
the period of service. For example 
instead of closing seven o’clock in 


uture 
e can 
on to 

and 

our 
s the 
als as 


ll be 
ynsti- 


Saturdays. Conditions, Mr. Ber- 
wick finds, in different parts of the 
greater city make it impossible to 
make a uniform arrangement with- 
out causing injury, and his plan 
therefore calls for the dividing 
of the city into eight sections. 

The organization by officers and 
committees will then be made com- 
plete in each section and will ap- 
point and elect members of a 
general governing committee or coun- 
cil for the entire association. 

No formal steps for organizing 
have yet been ‘chen nor will the 
be until every one of the 7000 retail 
shoe salesmen employed in New 
York stores from the humblest 
basement shop until the most pre- 
tentious of the Fifth Avenue es- 
tablishment has bad an opportunity 
to learn of the peupenell develop- 
ment. 

Auxiliary te-the matter of closin, 
there is a proposition of financi 
e |telief to members who may become 
sick and unable to work, and for the 
care of families of those who may 
die. It is said that the organiza- 
tion will not concern itself at all 
with the question of compensation 
and as such is entirely independent 
of any labor union action or in af- 
fliation with the labor union idea. 
The organizer has appointed a 
committee of twelve who are w oking 
with him in the spreading of in- 
formation concerning this movement 
and developments and_ probable 
organization may be anticipated at a 
not very distant date. 

A new retail salesmen’s organiza- 












aed tion which has just come to light is 
- its Bthe Retail Shoe Salesmen’s Union 






irns, gf goreer New York, officered b 
as- 41. M. eg! President; H. A. Sil- 
the §Yerstein, Vice President; Dan R. 





Adelmann, Recording Secretary; Sol 
Rosensweig, Financial Secretary; 
Louis Lagar, Treasurer; Jack Bodoff, 









HORT SKIRTS 
ARE YOUTHFUL 


Fashionable Footwear Profitable 


DENVER—The__ designers’. of 
Spring costumes, the modists, dress- 
makers and garment experts of 
Denver have been discussing the 
lengths of skirts not with relation 
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NOTED IN THE EAST 
The prevailing height in the dresses 
of today 


to the footwear to be worn, but 
from the viewpoint of—‘is the 
new length youthful.” 

Two conflicting lengths are to be 
noted. As an indication of what is 
fashionable in the East, women are 
wearing their skirts from 6 to 8 
inches from the ground, and this 
applies to the smartest dressed 
women and has no bearing on the 
age of the individual or the size of 
her footwear. 

The younger girls, many of them, 
are wearing skirts from 1 to 2 inches 
above their shoe tops, and it is not 
unusual to find the distance between 
top of boot and hem of the skirt a 
full 3 inches. If by the token that 
shortness means youthfulness, the 
shorter they make the skirts the 


7 
INCHES 
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NOTED IN THE WEST 


Shortness of skirts to emphasize 
shoes and hosiery 


younger the individual wishes to 
make herself appear. 

No matter which way the design- 
ers go in the making of Easter cos- 
tumes, the fact remains that the 
shoe trade benefits because shoes 
are visible. The Far West is 
going into more original footwear. 








Sergeant at Arms; and Messrs. 
Zeigler, Max Epstein and R. Brown, 
Trustees. As stated by the Sec- 
retary, “the purpose of this union 
is to shorten the hours of employ- 
ment and to improve the conditions 
which now prevail in the retail shoe 
stores of greater New York.” 

However, Mr. Berwick states 
that the Association he is promoting 
is based on the professional rather 
than the labor idea, and it therefore 
appears that two organizations are 
on foot simultaneously ‘in New 
York’s retail stores. 





AGEANT OF 
FASHION 


“Style Shows” the Rage Today 


ST. LOUIS—The Pageant of 
Fashion which opened February 14 
and closed February 21 tested the 
capacity of the Temple every night 
of the presentation of the review of 
fashions and not the least interest- 
ing factor in the show was the wide 
con of style and design evidenced 
in the footwear. In all in the Pag- 
eant there were 128 garment models 
shown and each one was accompan- 
ied by a specially designed pair of 
shoes, boots, slippers, etc., made 
to harmonize or contrast with the 
garment. The shoe manufacturers 
of the city were given an exceptional 
paged to demonstrate their 
abilities in that the footwear was 
not in a single case manufactured 
until after the completion of the 
garment with which the shoe was 
to be worn, and then it was designed, 
in manner of cut and coloring, as 
well as fit for the model to wear it. 
All this was done in about ten days 
and in many instances in even less 
time to meet special emergenciis. 
The result was especially successful. 
The manufacturers and others par- 
ticipating in this production of foot- 
wear included the Brown Shoe Com- 
pany, the Roberts, Johnson and 

and, the Peters and the Friedman- 
Shelby Branches of the International 
Shoe Company, the Hamilton-Brown 
Shoe Company, the Vinsonhaler 
Shoe Company and the McElroy- 
Sloan Shoe Deamon. with the 
range of footwear running the gamut 
of every conceivable type suited to 
Spring and Summer wear, sport 
wear, evening wear, etc. The show- 
ing made was striking evidence to 
the remarkably rapid advance which 
has been made in the development of 
St. Louis as a novelty and high grade 
footwear manufacturing center. 


i The Art Side of Style 


¥ The Pageant itself was developed 
along highly artistic lines and the 
scenic effects were confessedly, on 
the authority of experts from other 
centers of fashion, far more elaborate 
than ever before —. “ by any 
city in the country. It was pro- 
nounced a most effective utilization 
of art to shield the commercial as- 
pect of the affair. The division of 
the pageant into four scenes lent 
opportunity to utilize every acces- 
sory available. 


EHow it Was Staged 


® The four phases of the Pageant— 
Spring, Youth, Sport and Evening— 
were each preceded by music from 
an augmented orchestra in harmony 
with the introductory, while the 
introductory of each scene was by 
specially selected dancers interpret- 
ing the spirit of that which was to 
be shown. The presentation opened 
in darkness which was broken by the 
drawing of curtains revealing Aurora 
who gave greeting to the House of 
St. Louis to the Temple of Fashion 
and to all the spirits entering it. 
Then St. Louis i 








in chain armor 
entered through the main rtal, 
while the Queen of Fashion followed 
in ceremonial order, after formal 
announcement, and was received by 
St. Louis who commanded his at- 
tendants to bring forth the styl 
creations for the new season-for 
play before the Queen. After the 
introductory the scenes moved ra 
idly and the four divisions of the 
Pageant were offered successively, 





each introduced, as noted, by inter- 
pretative dancing and appropriate 
music. The yard scene was led 
by the Spirit of Spring herself and 
Pan, her companion. Youth was 
introduced by a scene showing the 
Nixies supporting the Fountain of 
Youth, and by two lovers dancing. 
The — scene showed Diana, god- 
dess of the chase, while the evening 
scene was an exceptional effect intro- 
duced by characters respresentative 
of the moon, the clouds, the stars, etc. 


Many Merchants on Spring Trips 


The costume presentations follow- » 
ing the introductory music and danc- 
ing were carefully made and the 
models after their Bae appearance 
on the stage and a pantomimic intro- 
duction to show the source of the 
gown and its accessories proceeded 
along a runway and also through 
the audience along a specially ar- 
ranged promenade to give the audi- 
ence full view of the garments and 
accessories which were in each and 
every instance prepared and designed 
in St. Louis houses. The audiences 
each night, which filled the house, 
were very largely, in fact, almost 
entirely composed of merchants and 
buyers from all parts of the country 
visiting St. Louis on their Spring 
buying trip or drawn by the wide 
advertising which the eguned of 
Fashion received in advance of its 
presentation. 

There can be no doubt that the 
shoe industry received what may be 
regarded as its most effective adver- 
tisement in its history from the 
Pageant as it offered opportunity to 
display the extremely wide range of 
designing and manufacture which 
has grown t in the past few years. 
The detailed attention given to the 
shoes shown was remarkable and 
the character of the designing evi- 
denced the care with which the de- 
signers of the various factories en- 
tered upon the solution of the 
problem of showing what could be 
done by the factories in the case of 
such an extremely varied demand as 
was presented by the costumes which 
were shown by the garment houses 
and which, of necessity, had to be 
considered carefully in the manu- 
facture of the shoes. 


SV HAT CAN I DO 
FOR MY — 
COUNTRY?” 


Keynote of February 28th Night 


BOSTON—“What Can I do for 
My Country?” is to be the keynote 
of the Boston Boot and Shoe Club’s 
closing dinner of the season, to be 
held at Hotel Somerset, Wednesday 
evening, February 28. The occasion 
will be made a patriotic demonstra- 
tion in support of President Wilson 
and our Gavcmmeah in the present 
crisis with Germany, and prominent 
members of the Massachusetts Com- 
mittee on Public Safety, recently 
appointed by Governor McCall, have 
been invited to attend as special 
guests and speakers. 

Addresses are expected by Adju- 
tant-General Gardner W. Pearson, 
Hon. J. J. Storrow, Chairman of the 
Committee on Public Safety; Louis 
A. Coolidge, Treasurer of the United 
Shoe Machinery Co.; William H. L. 
Odell, one of the Vice-Presidents of 
the Club, who is just back from a 
visit to Panama, and others. 
this will also be the annual meeti 
of the Club, officers will be el fs 
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GUMMER FOOTWEAR 
SHOWN AT FAMOUS 
WINTER RESORT 


The First Indexes of the Styles 
to Become Popular in July 


CORONADO BEACH, CALIF.— 
(Hotel de Coronado). Never were 
the Winter resorts along the Cali- 
fornian coast so crowded as this year. 
Coronado Beach, and other well 
known places are crowded with 
visitors from all over the country. 
As is natural, these places are visited 
by women of fashion and wealth, 
and one is able to get a very good 
idea of the present styles as well as 
the styles for the coming Spring and 
Summer. 

Although the weather has been 
much colder than usual, many 
women could not resist the pleasure 
of wearing their new Summer clothes 
so that one was able to catch a 
glimpse of many, charming Spring 
costumes. 


Bright Colors and Sport 


The younger set have readily 
accepted the bright colors for sport 
wear now so much in vogue, but 
even they have toned them down 
by wearing combinations such as a 
plain skirt with a jacket in novelty 
printed design, or fancy skirt and a 
plain coat, skirts of white serge, 
gabardine, or washable satin are 
particularly favored when worn with 
coats of black,velvet or in gold, 
mustard, apple green or rose wool 
velour. Oe ot 

Other desirable combinations are 
skirts of plain colored tussah or 
jersey with coats of same material 
in strikingly printed patterns or 
with skirts in a striking design and 
the coats in the plain color. 


White Oxfords and Colored 
Hosiery 

With these sport costumes the 
shoes are frequently made of all- 
white buck, or canvas, many being 
very high and laced. Oxfords are 
also favored very largely in all white 
and are worn with colored stockings 
to match the color of the suit. These 
very bright stockings give a smart 
finishing touch which is particularly 
favored by women who have small 
ankles. 

Black and white stripe and black 
and white check stockings look 
very effective with some of the 
black and white costumes which are 
now so popular at the Winter resorts. 

Occasionally some of the sport 
shoes are trimmed with colored 
leather in green, tan, blue, and rose. 
Shoes of this kind are -particularl 
effective when they are worn with 
an all white costume or with a costume 
with which the colors exactly blend. 

The majority of women who 
select these fancy trimmed shoes, 
however, have taken great care so 
as not to have a clash of colors as 
they realize how disastrous it would 
be to their appearance. 


A NEW MARYLAND 
FACTORY 


HAGERSTOW N—The Maryland 
Shoe Manufacturing Company of 
Hagerstown, Maryland has been 
organized for the purpose of manu- 
facturing stitchdowns in children’s 
lines of sandals, play shoes and the 
like and intend to start their new 
plant as soon as the equipment for 
it can be installed. 




















IRST TRAVELERS 
, OUT 


Starting The Season Early 


LYNN—With a complete line of 
Fall samples the salesmen of A. M. 
Creighton have started for their 
various territories: They mark the 
first organization in the northeast to 
start out with full lines and are out 
to get better prices and feel assured 
that business will continue good. 
The men are as follows: 

F. O. Field, California, Oregon, 
Washington and Idaho; E. B. Field, 
Montana, Idaho, Wyoming, Utah, 
Colorado, Arizona and New Mex- 
ico; M. G. Chaniberlin, Philadelphia, 
Baltimore and large cities in the 
South and Southwest; F. T. Dexter, 
Wisconsin, Minnesota, No. Dakota 
and So. ‘Dakota; Frank J. Satek, 
Chicago and Northern Illinois; Ches- 
ter H. Crandall, Philadelphia, East- 
ern Pennsylvania and southern New 
Jersey; W. W. Wilson, Indiana and 
Michigan; Frank L. Wells, Kansas, 
Nebraska, Iowa and a portion of 
Missouri; Brooks F. Small, Mis- 
sissippi, Oklahoma and eastern Tex- 
as; A. A. Dragoo, No. Carolina, So. 
Carolina, Georgia, Alabama, Flor- 
ida, Tennessee and Kentucky; John 
F. Flint, New York State and Ohio; 
H. M. Runlett, Greater New York; 
Sidney Reiner, New Jersey and Long 
Island; T. R. Swanton, Arkansas, 
Louisiana and southeastern Missouri; 
J. H. Crandall, Pennsylvania; 8. L. 
Ledman, Virginia, est Virginia, 
Maryland and Delaware; Robert 
Emmet, New England States; Wil- 
I. Emmet, Massachusetts, Connecti- 
cut, Rhode Island. 


NEW MANUFAC- 
TURING COMPANY 


Plant and Equipment Ready by 
April l _ 


PHILADELPHIA—One of the 
new manufacturing enterprises in the 
Philadelphia trade is the Junior 
Shoe Manufacturing Company which 
will be established at 211 North 
Third Street this city and which 
will produce boy’s and youth’s, and 
misses’ and children’s McKay Shoes. 
Messrs. Stern and Alkos are the 
active heads of the new company 
and their equipment will produce 
up to 600 pairs per day. It is stated 
that the new concern has an outlet 
for all of the shoes that it can pro- 
duce and as the organization can 
be developed, the output will be 
increased as rapidly as possible. 
The machinery installation of the 
plant will probably be ready by the 
middle of April and operations will 
be begun as soon after that as 


possible. 
MBS. JOHN ZIEGLER 
DEAD 


PHILADELPHIA—Mrs. Mary A. 
Ziegler, widow of the late John 
Ziegler who was head of the manu- 
facturing concern of Ziegler Brothers 
of this city, died at her home 4408 
Walnut Street on Friday, February 
16th. Mrs. Ziegler who was 82 
years of age had been ill for several 
months and her death was not un- 
se pry The funeral services were 
held at her home on Tuesday of last 
week and a large number of the 
members of the industry here at- 
tended the ceremonies as an evidence 
of their respect. 

















RMONT MER- 
CHANTS MEET AT 
BURLINGTON, VT. 


The Spring meeting of the Ver- 
mont Shoe Retailers’ Association 
was held at Burlington, February 
2lst, at Hotel Vermont, Traveling 
shoe merchants were welcomed to 
this gathering and the meeting 
started at 2.30 in the afternoon. 
core banquet was held at 7 P.M. 








The Association was honored by 
! the following speakers: F. J. Blake, 
| of the Goodyear Tire & Rubber Co.; 
! George Vanderporten, of the Scholl 
| Manufacturing Co.; and President 
| C. A. Brown of the Vermont Shoe 
' Retailers’ Association. All of these 
gentlemen spoke on trade topics. 





_C. A. BROWN 
| President, Vermont Shoe Retailers’ 
Association 


The officers of the Association 
are as follows: 

President, C. A. Brown, Rutland; 
1st Vice-President, Charles R. Boy- 
den, Rutland: 2d Vice-President, 
Geo. N. Tilden, Barre; Secretary, 
Frank J. Hendee, Burlington; Treas- 
urer, E. S. Cram, Burlington. 


HOE SCARCITY 
ABROAD 


News from Germany and from 
England 


LONDON—(From a soldier in 
service to George C. Sells, Chicago, 
manager of A. H. Weinbrenner, 
& Co. Milwaukee). 

I do not see how Germany is to 
continue indefinitely without secur- 
ing leather. As you will know, 
boots have now been put on the 
card system. I was in Berlin on 
what was apparently the last day of 
sale without cards. People crowded 
the fronts of the shops and -had to 
be dispérsed by the police when the 
+ shops closed. Outside one of the 
shops in the Liepzigerstrasse there 
was a great fight. Everybody wanted 
to get boots, no matter of what 
kind or size, and men even bought 
women’s boots, the idea being that 
it would be possible to change them 
later. 

It was, however, promptly an- 
nounced that in the future boots 
would not be changed without a 
special permit. 

In an order published in a supple- 
ment of the “London Gazette” 
the Army Council give notice that 
it is their intention to take pos- 
session of all the classes mentioned 
below which has been imported or 














may be imported into the United 
Kinedom, provided that such leather 
shall have left the port of shipment 
prior to January 13th last. 

_ Persons haying any such leathe 
in their custody or control ar 
required to furnish particulars 
indicated by the director of Arm 
Contracts and they are prohibited 
from selling, moving or secreting 
such leather without the consent 9 
the Army Council. 

The classes of leather affected 
by the order are as follows: Colonial 
or American upper leathers of 1% 
mm. and upwards substance. Col 
onial or American Hemlock or oak 
sides which will produce bends ¢ 
100 Ibs. and upwards. Colonial or 
American hemlock or oak back 
which will produce bends of 10 lhy, 
and upwards. Colonial or Americay| 
hemlock or oak bends of 10 Ibs 
and upwards. Colonial or Americay 
hemlock or oak shoulders of six iron 
and upwards on the cut edge. 


[MPoRTS AND 
EXPORTS 


Annual Summary on Shoes 
and Leather 


WASHINGTON, D. C.—Total 
hides and skins imported for the 
year ending December 31, 1916, as 
shown in the statistical summary 
just issued, were 727,010,405 lbs, 
valued at $172,603,316, as com- 























pared with 1915 importation of 
646,271,307 Ibs. valued at $127,- 
388,567. - 


The year’s imports of leather and 
tanned skins amounted to $16,984,- 
958, compared with $9,620,835 last 
year. The 1914 figures, however, 
were less than two millions below 

is year. 

Boots and shoes were imported to 
the extent of 255,508 pairs valued at 
$211,399, compared with the pre- 
vious year’s valuation of $221,000. 

The year’s exports of hides and 
skins amounted to 15,032,429 lbs. 
valued at $3,737,578, which is in 
contrast to the exports in 1915, 
amounting to 22,430,895 Ibs. valued 
at $4,668,817. 

Total exports of leather and 
tanned skins were valued at $100,- 
501,917, compared with $80,865,037 
in 1915 and $44,975,996 in 1914. 

Boots and shoes were exported 
from the United States in 1916 to 
the extent of 19,477,808 pairs valued 
at $42,524,196. In 1915 we shipped 
16,949,322 pairs worth $38,578,579. 

Slipper exports amounted to 311, 
126 pairs worth $363,844, while in 
1915 the record was 142,150 valued 
at $179,102. 


RAVELS EAST 
WITH SLIPPERS 


WEST ALHAMBRA, Calif — 
Leaving. West Alhambra for an 
extensive trip through the country, 
L. A. Wolff, sales manager of the 
shoe department of the Standard 
Felt Com pay is now en route to 
the New Vor office of his concern 
where he will make his headquarters 
for the next two months. 

On his way East he will spend 
several days in San _ Francisco, 
Portland, Salt Lake City, Denver 
and Omaha and before returning 
to California will visit practically 
ev large city in the East an 
middle West. uring this time he 
will meet and confer with many 
traveling representatives of the Stan 
dard Felt Company and will call 
on the trade in various cities. 
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NATHAN HALE 


AMERICAN WELT 


A SHOE TO RETAIL AT $4.00 


OU see what that means to you—a welt to sell for $4.00— 
i **Welts’’—the new Process—is the reason for these remark- 
i able values. 

Sh There are twenty-five styles in stock—every one as attrac- 
tive as a the two shown here. Just what the consumer is calling for today. 
A welt shoe to retail at $4.00. ; 

Send for samples, using the order form below. 


X 2207 
Gun Metal 
Button 
$2.50 


PARKER-HOLMES & CO. 


600 ATLANTIC AVENUE 
BOSTON, MASS. 





| 
; 


ee eee nn mee abn scare een ay Fae 








2 BOOT AND SHOE RECORDER Feb. 24, 1917 
























AVAMTAMAMAM ANAM AMAL AMAMAMAMAM AMAL AMAA ALAM AMAMANAAAALALLg 


HERE’S THE WAY 
TO MAKE YOUR 
BUSINESS PAY 


Sell the Barry line of shoes, which is designed in 
absolute accord with present-day demands of the 
public. 

The whole world has approved Barry shoes. It 
was one of the first, if not the first, trade-marked 
line to sell abroad. 


Our knowledge of the sales success of others, makes. 
it safe to predict that your efforts are bound to 
be productive. 





Order from these styles today. 


)AAMAAAAALAALANALAALAMAM AL ALAN AMALALALAMALMALALAL@LALALALLALL 


IN STOCK STYLES CARRIED AT 
NEW YORK AND BROCKTON 











Stock No. 936—Pippin Last, Gun Metal Stock No. 941—Unbranded, Copley Last, Stock No. 843—Everyday Last, Berry’s 
Button, Mat Calf Top, 10-8 inch Broad Heel, Gun Metal Bal, Rex Calf Top, 1-inch Broad Cushionfelt Shoe, Black Vici Blucher, Regu- 
Single Sole. C and D Widths. Sizes 5 to 10 Heel, Single Sole. B, C, D Widths. Sizes lar Heel, Single le, Cushionfelt Insole. D 

Price $3.75 URI sc o60s0csssweeuenneeeos Price $3.50 and F Widths. Sizes 5 to 11....Price $3.85 


T. D. BARRY COMPANY 


Brockton, Mass. 
BOSTON OFFICE NEW YORK OFFICE 


183 Essex St., Room 204 819-A Flatiron Bldg. 
Address all Communications to our Brockton Offices 


PINVTVYIVYTTVTTYIVYIVYTEVTUYIVYITO TEV TUYIUYITO TNT YT UY TTY TT PTT TY TTY TTYIUYITO TEN TTYIVYTTO TEV TUYIVYTTVTEVIUVENYTPE SYST 
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When a merchant sells a pair of 
shoes he should feel that he has at 
least a 95 per cent chance that the 
shoes will satisfy the wearer and that 
he will come back later for another 
pair. 


Elk leather shoes will never create 
this confidence. Lion Brand shoes 
made of Hardy Hide will. 


We tan both kinds of leather and 
make both kinds of shoes. 





“MADE IN MILWAUKEE" 
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SHOES 


FOR 
MISSES AND CHILDREN 


IN STOCK NOW, 





Misses’ and Children’s Welts, 
Gun Metal and Patent 
Leather Button, Tip, 3-4 
Foxed. 


5 to 8, $2.00 8 1-2 to 11, $2.25 
11 1-2 to 2, $2.50 





Misses’ and Children’s McKay Sewed, 
Gun Metal and Patent Leather, 
3-4 Foxed, Button, Tip. 


5 to 8, $1.75 8 1-2 to 11, $2.00 
11 1-2 to 2, $2.25 


The three shoes shown here are of the sort for which there is 
likely to be the most active immediate demand. They are full 
of value, style and quality, and are among the best sellers in 
our line. We can ship the day we receive your order. 


There are many more styles in stock in our factory line be- 
sides these, and back of all of them are the 3 W’s Lenox 
standard of workmanship, reliability and materials. 


Owing to price uncertainty we suggest immediate orders. 
We cannot guarantee these prices beyond this date. 


WEIMER, WRIGHT & WATKIN CO. 
meen Smet = PHILADELPHIA 210 «din srreer 








Children’s Patent Turn Button 
Lto 4,90c 4 to 6, $1.10 




















Feb. 24, 1917 





“THE GREAT NATIONAL SHOE WEEKLY” 




















WEB PES, 


e~? 


>t ne nti 


















SIN BROS IN 
























































“RITZ” 





“CLASSIC” 





ae 











Stock No. S-522 (Unbranded)—Brown 
Cordovan Bal, Cordo Calf Top, Ritz Last, 
Heavy Single Sole, 8-8 Broad Heel. A, 7 to 
10; B, 6 to 10; C and D, 5 to 10. Price $5.50 


Stock No. S-525 (Unbranded)—Dark 
Cherry Russia Bal, Ritz Last, Single Sole, 
8-8 Broad Heel. A, 7 to 10; B, 6 to 10; C 
» & | 4 papper Price $4.50 





Stock No. S-512 (Unbranded)—Gal. 26 
Russia Bal, Dark Cherry Shade, Classic 
Last, Single Sole, 8-8 Broad Heel. A, 7 to 
10; B, 6 to 10; C and D, 5to 10. Price $6.00 


Stock N.. S-524 (Unbranded) — Gal. 4 
Russia Bal, Mahogany Shade, Ritz Last, 
Single Sole, 8-8 Broad Heel. A, 7 to 10; 
B, 6 to 10; Cand D, 5 to 10. Price $4.50 


New Spring and Summer 1917 Stock Styles Now Under 


Construction. 


Mail request for copy of. Catalogue 


HOMPSON BROS. IN@Z‘ 


MEN’S FINE SHOEMAKERS © 


———_- BROCE. 
NEW YORK BOSTON CHICAGO 
401A Flatiron Building 207 Essex St. 35 Seuth Dearborn St., Reom 406 


Address all Communications to Brockton (Campello) .Mass.. 
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e/liss Mary Anderson 
Comely Young Vitagraph 
Film Star, admiring 

a pair.o~ (OSsyYIOES” 


You should see this popular 

One of our sale Sen Will 
Y 7 
STANDARD 
Genera: es and Factor 


Off WEST 


such a tremet 
wear 
the STANDARD line suchane 
Ol Aor Y in <*C | . I 


QUALITY 


meeALiId y 


—the Predominatinge Characteristic 
QUALITY asserts itself in every 
feature of STANDARD Fine Felt Footwear 


in the famous California Sun-Bleached felt used 


exclusively: in the construction; in the striking 
ornamental effects—in each and every detail. 


is what we have held 


of “4 0st | eras igeream ny 


QUALITY — that 


petelecaamaamnt 


fac 
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he production 
mportant feature 1n « 
nand tor this fine felt foot 


what has been the all 1 reating 
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nvious reputation 
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ena ry - } r most sk 1 artisans t 


1 I STANDARD LINE 
QUALITY a 


ine of QUALITY Felt Footwear. 


i rite or wire. 


FELT COMPANY 


ALHAMBRA, CALIFORNIA 
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A step in the 


| right direction 
) SS TEXTAN Soles have won 
the lady of the house. 





















You know how she has frowned 
upon rising shoe prices—not un- 
derstanding how powerless you 
were to control the situation. 


In TEXTAN Soles she sees a big 
improvement. TEXTAN wears 
so much better than leather soles 
and holds its dressy appearance 
so much longer. And it’s so easy 
on the feet, waterproof, too, and 
never varies in quality. 


No wonder she specifies TEX- 
TAN Soles for herself, for the 
children, and advises her husband 
to get them! 


Our nation-wide advertising cam- 
paign is telling thousands of new 


customers about TEXTAN—the 


successor to leather soles.. We'll 
co-operate with you in supplying 
them. Write us today. 


The B. F. Goodrich Co. 
AKRON, OHIO 
Branches and Dealers Everywhere 
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WHATEVER YOUR SHOE REPAIRING 
REQUIREMENTS MAY BE 


WE HAVE THE MACHINE 








The illustrations above show but a few of the big range of ma- 
chines which we supply for shoe repairing. 


They are all illustrated and described in a very handsome cata- 
logue which we are glad to mail free to anybody who writes for it. 


They cover every requirement from a simple cleaning shaft up 
to the most elaborate and complete outfit. 


We help our customers make a success of their business. Our 
machines always carry with them a service that is considered 
by many of our customers among their most valuable assets. 


We have customers everywhere, and we are not ashamed to 
have you ask any of them about us or our machines. 


Write us today for a catalog. 








UNITED SHOE REPAIRING MACHINE CO. 


4 ALBANY STREET, BOSTON, MASS. 
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THE 











7 Respectfully 
submitted for 
your consideration 
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The Dalton Company Inc. 


Makers of Honest Value Shoes 
Brockton - -  #£=Mass. 


BOSTON OFFICE NEW YORK OFFICE CHICAGO OFFICE 
183 Essex Street, R. 405 651 Marbridge Building 1415 Great Northern Building 
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J of RENT--or ROYALTY & 


oughly wise buy. 


the exclusive features! 
Note the EXCLUSIVE features! 


and styles. 
(Milos, pearls and fancies). 
No tubes —to be mislaid. 


or tight. 





NORFOLK 





Write us for the Kelly Story 


KELLY BUTTON MACHINE CO, Ince, sod outright for $100, with 


BOARD OF TRADE BUILDING 


BOOT AND SHOE RECORDER 


The Grasping Hand 





is NOT dipping into your pocket when you install a 
KELLY BUTTON MACHINE 


It’s yours--you own it--and you’ve made a thor- 


The Kelly solves your button problem. Note the 


An adjustable button shute—running buttons off all sizes 


A double hopper—with two styles of buttons ready for use. 
A fastener regulator—Adjustable to make buttons loose 


A safety guard—Preventing the scratching of patent tips. 
A pointer —showing just where the button will be placed. 











100 Coils of wire Free. 


VIRGINIA 
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A HANDY THING TO HAVE 
AROUND THE 







A paper baler ?--Yes--that’s it! It 
will help you get the hidden dol- 
lars out or your accumulation of 
waste paper. The profit building 
baler for the work is the 


MODERN LEADER 
ALL STEEL BALER 


' Agents 


anted 


It is made of open hearth steel and permits greater ease in hand- 
li than any other press. Every Modern Leader All Steel 
Baler is built for rough service and will successfully withstand 
your most rigid requirements. 

Read, sign and return the coupon, so we can prove you can turn 
waste paper into profits. 


THE PETROLEUM IRON WORKS COMPANY 
702 FRICK BUILDING @ °"~ ~~ PITTSBURG, PA. 


SIGN AND RETURN THIS COUPON, N-O-W 





The Petroleum Iron Works Co. of Ohio, 11 
202 Frick Bidg., Pittsburgh, Pa. 

Please a descriptive catalog of THE MODERN LEADER ALL STEEL 
BALER and complies informa tion about how to turn our waste paper 
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OF 


THE ADVANTAGES 


\ 








P erfection 


Carelet tes 


With the Sharp Shoulder and Broad Wear- 
ing Surface 
They don’t scratch floors They do protect 


They don’t wear slippery They do stop uneven weer 
They don’t drop out They do prevent runover heel 








= PUT "EM WHERE THE WEAR COMES 


TRADE SUPPLIED BY 


F. W. Whitcher Co.,20s", 


sensstesstanamneneenniaatengaaneanadiians 
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“Hit the Trail Right” 


Be prepared to meet the “Spring Demand” with 
shoes that are unquestionably good and 
“ABOVE THE MARK” 


AN INDIVIDUAL 
AND ENVIABLE 
STANDARD OF 
MERCHANDISE 












A MASTERED 
AND 
SATISFYING 
STOCK SERVICE 


TRADE MARK 





Diamond HhwEC> 


196 CHURCH STREET 


AT DUANE 
NEW YORK, N.Y. 


PITTSBURGH OFFICE, 302 Lyceum Bldg. CHICAGO OFFICE, Lees Bldg. 


PHILADELPHIA OFFICE, 406 Central Trust Bldg. 











~ 





DETROIT OFFICE, 213 Bowles Bidg. 
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Quality—Service—Satisfaction 


Bye 


THE MARK 
OF MERIT 





I) SELF | 
POLISHING | 


MASON’S BLACK 
DRESSING 
Self-polishing, clean and 
convenient. Fast dye; will 
not come off; renews the 

aaa of the shoe. 
Large Size 
$1.65 Doz. $18.00 Gross 
Small Size 
85c. Doz. $9.00 Gross 


Yes—we are right there with the quality—and for service . 


also we can be depended upon. Keith’s Konqueror 
Shoes have been made to give satisfaction, and they will 
always be constructed with this in view. When Kon- 
queror shoes are in your store your competitors will 
have the hardest competition with which to compete. 


Determine Right Now To Sell ““KONQUEROR”’ Shoes for Men 


THE RIGHT STYLES THE RIGHT LEATHERS THE RIGHT PRICE 


The world’s best foot corrective shoe—The Unlocked-Process Shoe—will 
be strongly featured by us the coming season. We have all features 
in thisshoe which are Orthopedic, but the looks. The foot corrective 
elements are scientifically embodied in construction without detracting 
from stylishness. 


THE PRESTON B. KEITH SHOE CO. 


MANUFACTURERS 


BROCKTON, CAMPELLO STATION, MASS. 
BOSTON OFFICE, 207 ESSEX STREET 


"FOUR MASON pressixes 





j|A Renovator| 
|White Shoes 
—THaAT— 


THEY SPEAK FOR THEMSELVES 


The absolute purity of our goods has been a matter of busi- 
ness policy since the establishment of this house in 1832. 


ARAN nnn 
JAS. S. MASON co, 








134-140 Nv. Prout * 
y 


MASON’S WHITE 
DRESSING 
Can be used for any ma- 
terial of which white shoes 
are made. Cleans as well 
as polishes and will not rub 
off. 
Large Size 
$1.65 Doz. $18.00 Gross 
Small Size 
85c. Doz. $9.00 Gross 


Send for Samples 


JAMES S. MASON CO. 


134-140 N. Front St., Philadelphia 


85c. Doz. 


MASON’S TANSHINE 
CLEANER 


A combination liquid and 

ee aste dressing for tan shoes. 

Overs cuts and creases and 

gives a lasting and brilliant 

polish. Rvp no acid. 
e Size 

$1.65 — e518. 00 Gross 
Small Size 

$9.00 Gross 


MASON’S NEUTRAL 
DRESSING 
A cleaner for all cloth or 
kid tops of any shade. Free 
from acid and absolutely 
safe in - 
e Size 
$1.65 oo" 5° 518. 00 Gross 
Small Size 
85c. Doz. $9.00 Gross 
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{re ALDEN Srde 
FOR MEN 











CHALDEN CO. 
ABINGTON MASS. 


New York, Fifth Ave. Bldg. Boston, 10 High St. 


: 
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we say for it. 


should be in your store. 


It is simple— 


parts. 


It is durable—works 
every day—all the time! 


SARA AAS 


utes! 





Wire for 30,000 operations 
furnished free! 


on 


Sie The “REASONS-WHyY of our proposition 


We do not ask you to purchase the FASTENATOR on our “'say so.” 
Neither do we make claims impossible to substantiate. 


Every statement made in this or previous advertisements is ABSO- 
LUTELY TRUTHFUL—and the machine backs up every good word 


But, it is by the FASTENATOR itself—the actual machine—what it 
will do for you—that we wish to be judged. 


Could anything be fairer? 
Here are reasons why the 





No complicated mechanism—fewest 
right along— 


It is speedy—saves the valuable min- 


wie Vevue 


& 


Py BUTTON . 
MACHINE 


It's a profit maker—does the work 
promptly and thoroughly. 


It is inexpensive, costs $65.00—with 
electrically driven hopper, $125. 


It is a high-grade machine—backed to 
the limit by our service. 


We want to send you our catalog— 
may we? 


eee Wooo 


AUTOMATIC MANUFACTURING COMPANY 
78-82 Reade Street, New York City 


” 
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ONE OF OUR 
sm UNS LOCK LEADERS... 


Here’s something 
nifty. 

Stock No. 207— 
Woodrow Last, 
Gun Metal Bal, 
Single Sole, Mat 
Kid Top, 1-inch 
Heel, idths C, 


D, E. 
Price $3.25 


Manufacturers 


Condon Bros. Co., Brockton, Mass. 


PETTITT 
TTT 








Books 
for USE 


Ledgers, post 
binders and 
sheet holders 
are bought for 
practical use. 





You measure 
the worth of 
your account- 


ing devices by 
the service they 
give. 





Post Binder--Ledger--Sheet Holder 


0} P= Sheets and binders are made for use. They are 
designed by practical men with years of experience. The best 
raw material, skilled workmanship and rigid inspection are 
combined to make them stand up under the hardest usage. 

The os Poa guarantee is very broad, and the Company 
stands back of it absolutely. 


AT ALL FIRST CLASS STATIONERS 


tan FPUE Books and Forms Are Acknowledged the 
it both Dealers and Users 
WHY SUBMIT TO SUBSTITUTION? 


Send for Catalog E8 
Irving-Pitt Manufacturing Company 


Largest Loose Leaf Manufacturers in the World 
KANSAS CITY, MISSOURI 8 
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WINNER in many a 

struggle with men 
and beasts who have had 
the hardihood to dispute 
his sway in the jungles of India, the tiger has come to 
be a symbol of strength and staying qualities. 

There is no animal which has been so frequently 
adopted as the emblem of organizations, and this fact 
testifies to the popularity and the respect in which the 
striped creature is held. 

The fact that some of us are able to tread upon 
the skin of this huge cat, made in the form of a rug, 
does not lessen his prestige, for trampling only makes 


Sterling Golt 





STRENGTH AND SUPERIORITY 


the tiger fight harder, whether in the jungles of India, 
the polling places of New. York, or the stadium at 
Princeton. 

Though temporarily in captivity the fine specimen 
in the illustration looks every inch a king, and his 
stealthy tread and blazing eyes warn the unwary of 
his power. 

So in the patent leather world the two big winners 
come through every trial and prove their right as 
leaders by sheer merit and intrinsic superiority. 


Sterling Kid 


BRISTOL PATENT LEATHER: COMPANY, BOSTON, MASS. 
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HAGERSTOWN, 


EVERYBODY WORKS BUT FATHER! | : 


40 MEN’S TAN, DOUBLE SOLE. .. . $2.10 
41 MEN’S BLACK, DOUBLE SOLE. . 2.10 





HE WEARS ROMEOS 














INSURANCE 


for 


Retail Shoe Dealers 
29% Saving 


y Cut out the coupon below, mail it to our 


home office and receive full information as 
to our special class of insurance for shoe 
dealers. 


Coupon 


HAGERSTOWN SHOE & LEGGING CO. 
MARYLAND, U. S. A. 





Please send me full information as to your special 
class of insurance for Shoe Dealers. 


Fitchburg Mutual Fire Ins. Co. 
FITCHBURG, Mass. (Recorder) 





{Improve 
| The Store’s | 
Appearance 


A Milbradt Rolling |— 
Step Ladder, finish- 
ed to match your in- [F 
terior decorations, | 
will not onlyimprove {je 
the store’s appear- 
ance, but will be a 
fixture of great util- 
ity. 
Prices $8 to $12 in oak 
F.O.B. our factory 


MILBRADT MFG. CO. 
ST. LOUIS, MO. 











SEND FOR CATALOGUE. USE COUPON. 





Milbradt Mfg. Co. 
St. Louis, Mo. 
Gentlemen:—Please send catalogue of your rolling “©, ladders and 


advise price of same finished in (* 
* Mention finish desired to match your fixtures. 
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Carl la &>Co.Ine. 


DETROIT, MICHIGAN 
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Buyers’ Easy Reference Directory 





“BEADED TIPS” 





ij ISeaded jip, 


BEADEO 





f 





There’s only one Beaded Tip Shoe Lace and 
that one has this Trade Mark on the label 


TRADE 


BEADED 


MARK 
UNITED LACE and BRAID MFG. CO 


Originators and Sole Menufacturers 
PROVIDENCE, [Auburn] R. I. 


The Strong & Garfield Shoe 


12 staple sellers of these fine shoes 
for men, are carried in stock. You 
ought to have the booklet which 
tells about them. Shall we send copy? 


George StrongCompany 
East Weymouth, Mass. 
BOSTON OFFICE, 183 ESSEX STREET 











McKays and Welts 
For the Up-to-Date Woman 


Values that stand alone at their prices 


McKay and Welt Shoes. For 
Women at Popular Prices 


COTTER SHOE Co. 





Lynn, Mass. 








SEND YOUR UNSALABLE 
COLORED CLOTH TOPS 
TO US- 


We will make them a fast black that will 
not fade, and we will not soil your linings 
LEATHER SHOES DYED ALSO 
Prices according to quantity Sample dyed free 


NEW YORK SHOE DYEING CO. 
149 DUANE STREET NEW YORK, N. Y. 








THE DR. A. REED 


. CUSHION SHOE FOR WOMEN 


Are known the world over as 
the standard comfort shoe for 
women. Most any woman 
once wearing Dr. Reed’s will 
remain a life-long customer of 
the store. Only one store in 
your locality can handle them— 


B183 Glazed WRITE FOR THE AGENCY 


a ree John Ebberts Shoe Co. 
BUFFALO, N. Y. 





A and EE. Sizes 
2% to 9. In Stock 





—™ matter-of-course way in 
which men everywhere ask 
for the 


Boston 


Garter 
Hguyy 
mean guick andar nor you 


GEORGE FROST CO., Makers, BOSTON 4 
C.E, Conover Co., Selling Agents, New York, Chicago, Baltimore, St. Louis 

















We stand ready to ship any order in any quantity 


tLA Sh Repel Machin ~ 
oe Repair Machinery. 
a's? Le, Headquarters for Find- 
Roe na C. ings and Shoe Store Sup- 
plies. 
In the Heart 
of the Shoe Trade 


INTERNATIONAL 
SHOE SUPPLY CO. 


148 DUANE ST. 
NEW YORE, N. Y. 











Mr. BUYER 


Don’t forget to visit Kiely’s 
only exclusive White Buck 
Factory, making Child’s, 
Misses’, and Growing Girls’ 
in Welts and McKays. 


Guides furnished by applying 
to office. 
Kiely, the White Buck King of the East. 


T. J. KIELY & CO. 
LYNN, MASS. 





THIS IS KIELY 
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BOSTON OFFICE, 


Feb. 24, 1917 





~A BRADLEY BOOT 


Our line of high-grade turn footwear should 
be of interest to every shoe merchant. 
is one of our late original models. 


This 


An 8 1-2 inch Boot with Blumenthal’s 
Kid Vamp, foxing and collar. Polar- 
Kloth Top. Carries 17-8 finished heel 
with aluminum plate. Made on our 
72 last. A proven fitter. 








Mr. W. E. Barron is now associated with us and 
will be pleased to receive inquiries regarding our 
line from his many friends. 


Bradley Shoe Company 


HAVERHILL, MASS. 
110 LINCOLN STREET 





MAKE YOUR SHOE DISPLAYS 


The assortment of shoe stands shown is both unique and dressy in appearance, 
and will — display man wonderfully in his endeavor to trim attractive and ap- 
pealing windows. 





No. 119 
SHOE STAND 


COEGGREGRECCROCREOREREGRRCRRRRRRERERRCRCRERERRRCRORRRRRRRCCRRGRRRRCROCORGERERRCORRGRRRERRRRRCRGOCRRRRRRRCRRRRRRRE 


35 W. 32nd St. 


COUERERURGGUGUGCQUCEECGEGRGGGGGQCGEEEGGEOGGGCORGRERERERUCGOROGORRREOROROGOROEE EER 








rv 


No. 1657 


MORE EFFECTIVE 


Price Each 
Oak Mahogany 
Wax or Varnish 
Finish Finish 
eeccceee $1.00 $1.15 
90 





eeecceee 1.75 1. 
eeccccce 2.00 2.15 
eecccecce 2.25 2.40 


Made with our Made with our new 


rass caae 
Me 5 3. —- 53-8 inches equare: 
standard, with 1-4 1-2 inch square 
seem, a Sheen: inch adjustable rod, 
7 to 12 inches, 12 MSKing extension 
to 20 inches, fay 18 to 30 inches; 


hi m: 
ection. to tilt to any angle. 
rice each. .$3.30 Price each. .$3.40 





DOUBLE SHOE STAND 
HUGH LYONS & COMPANY 


906 E. South St. LANSING, MICHIGAN 


2348S. Franklin St. 
York Chicago 


“ 















There’s 
Big Money In 


CHIROPODY 


Hundreds of former shoe men 
have successfully mastered the sci- 
ence, and many are making up to 


$5,000 PER YEAR 


At in this dignified, interesting and 
growing profession. 

Our course is easy but thorough, 
takes only eight months, and the 
student can arrange to earn his way 
by working in Chicago shoe stores. 
rp We help him do this. Graduates 
‘A receive a diploma, conferring the 

degree of D.S.C. (Doctor of Surgical 
Chiropody) and are prepared to 
ass any State Board examination. 
Send today for literature giving de- 
tails. 


Illinois College of Chiropody 
1321 North Clark Street 
CHICAGO 


































PITT 
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Women’s Comfort Shoes 








OUR PRODUCT 


BALS AND JULIETS 
TURNS AND McKAYS 


oMoHesuer HS ov 


LYNN, MASS.0.9.A 


SHUUGRGGRUGRRORRERCREORECRRORRURORUGREORERORRORERORES 
DEREEERUEOREGRGURREUERRORCRRURGRRERORREURGROEROREE 


MTT 


eee eee ee ee 

a e a ° ® 
=, Attractive Window Displays =, 
"a Increase Your Sales = 
_ Use D. & S. Background Papers and = 
a” Watch Your Business Grow a 
a” CHANGEABLE INSERT SCREENS, PED- 9@ 

m ESTALS, FLOWER BOXES, BORDERS, “gs 
@ ROPING, FLOWERS, Etc. : : = 
2 SEND FOR SAMPLES DEPT. B ‘. 
a DOTY & SCRIMGEOUR SALES CO., INC., 5, 
5, 74 Duane Street New York City ‘ 


Ee lhl hls beh Lhd etbbetbtenchedeshient— 


A Treat to the Feet 
MACKS FOOT LIFE 


TIRED, ACHING. 
PERSPIRING FEET. 


= hader for THIRTY YEARS 
end for @ copy of 
“THE SHOE THAT NEVER HAD A CHANCE” 


MACKS MEDICAL COMPANY 
333 Fremont St, Boston,.Mass. 

















TT TT Tn oy it fl 
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HENRY LILLY CO. 


AUCTIONEERS 
88-90 READE ST., N. Y. 


aan SALES 
0 
SHOES and RUBBERS 


Every Wednesday and Friday 





RUTTTTTETTETTT 


HOMPSON SHOE CO. 


ST. PAUL, MINN. 
MANUFACTURERS OF 


WORK SHOES 


We carry a complete stock on the floor. Let 
us send you samples. 





We also make a complete line of Men’s, Wo- 
men’s and Boys’ Hockey and Skating Shoes. 


We have some open territory for good salesmen 


TTT 


af 
* 


Strootman Cushion Arch Molds 


Put elastic cheer in your foot-troubled 
customer’s step. 

They instantly relieve weak, sore and tired 
aching feet because they are light, comfort- 
able, foot-conforming and shoe-fitting. 


UNDER TROUBLED FEET 


are a long-felt want to prevent falling of 
the arch and protect active feet against 
common foot troubles. 

Strootman Cushions are scientifically 
built of a high-grade Fv felt to give 
plain, oenlial satisfaction and make 
new friends for you. 

Write for literature today. 





Pe. 
cushion John Strootman, Buffalo, N. Y. 
TITTLE L 


PUTT 
ETT 


TTT 


A SMART BOOT 


Tan Mahogany Calf Polish, 
English Last, Imt. Wing 
Tip, Goodyear Welt, 84% 
inch Height, 10-8 Heel. 


Ato D 214 to 7 


$4.50 


IN STOCK 







Style 4409 


= 122-124 Duane St., 
es Powell x , NEW YORK CITY 


TTTTTTITT ELLE 


TITTLE 


NEW 
© YORK 


100 READE ST., N. Y. 


OVERGAITERS 


White as the driven snow 





= Shapely as Venus De Milo 

= IN STOCK 

ee erry verrrrerrrrTrere $12.00 

= Also 

= Stock No. 1021—Pearl Gray................. 12.00 

= Stock No. 1022—Champagne...............- 12.00 

= Stock No. 10388—Taupe...........cccccccece 12.00 

= Stock No. 1035—Chamois................++- 12.00 

= Send for Sample Dozens. In Stock : 
TITTLE 



























Women’s Welt Boot, White Delhi 
Calf, Touraine Last, Whole Fox, 
Lace, 8-inch Height, Imitation Wing 
Tip, ‘Perforated Vamp and Lace Stay, 
Regular Leather Sole, Close Edge 
Welt, Wood Covered Half Louis 
Heel. AA, 4 to 7; A, 3 
to 7; C, 24% to 7; D, 2% to 7. 





BOOT AND SHOE RECORDER 





B 375 K 


$5.50 


Women’s Black Glazed Kid Welt 
Boot, Kid Quarter and Vamp, 8-inch 
Height, Madison Last, Black Satin 
Top Facing, _—— Edge Welt, Plain 
Toe, 17-8 inch Leather Louis Heel, 
AA, 4 to 7; A, 3% to 7; B, C and D, 
to 7; B, 2% 2% to 7. 


For Easter—Boots 


Make your preparation for Easter 
business complete by having some 
of these styles in your windows— 
early; advertise them in the news- 
papers with cuts which we supply 
without charge; display them with 
attractive window cards. Ask us to 
include a set of these cards with 
your order. 


Our catalog shows styles carried in stock, complete. 
You will find it of considerable value, so send for 
your copy today. 


DENVER OFFICE NEW YORK OFFICE 














218 Charles Building, Denver, Colo. 





RICE & TIGER, Representatives 





200 Sth Ave., Sth Ave. Bidg., Room 405 








S. A. McOMBER, Representative 
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PLUG 


B 172 E 





$4.00 


Women’s Flexible McKay Boot, 714- 
inch Button Height, - Black Glazed 
Kid, Belmont Last, Circular Fox, 
Plain Toe, Leather Half Louis Heel. 
A, 3% to 7; B, C and D, 2% to 7. 





$6.00 


The New Hazel Brown Kid, Whole 
Fox, 8-inch Lace Boot, Ritz Last, 
Plain Toe, Fudge Edge "Welt, 2- inch 
Leather Louis Heel. AA, 4 to 
A, Pyke B, 24% to7; C, 216 to7; b 
2% to 7 


UTZ & DUNN CO., Rochester, N. Y. 


LOS ANGELES OFFICE ——— 
319 Story Building, Les Angeles, Cal. 
G. C. McATEE, Representative 











ed tll lalelalataddhlddtelddddehded 


teece 
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as MAMA SURNEAARREEALUL AS LA ER weer ee= 
yxy yyy yy xx KK S228 22S 22S Se @ ae Se eS 22222222 


runes gE 





BITE 

















Buyers Easy Reference Directory 





VOOYUYYUYYUYUYYUYUYUYYUYUYYUYYUY pO 


: «CHANDLER? 3” 


SHOE NOVELTIES 
Flexo Bows, Buckles, Shoe Ribbons, Laces 


Ww. have in stock the smart Spring colors for afternoon teas 
and dansants--Beige, Straw, Sand, Gray, Navy. 


& 

} & 
} & 
} & 
& 

} & 
} & 
} & 
} & 
} & 
: : 
5 THE NEW SKATING SHADES & 
4 White, Gold, Absinthe, Mustard, Bronze, Rose, Purple & 
} & 
} & 
} & 
} & 
} & 
} & 
} & 
} € 
& 

} €& 

















ELLERS: EVERS- co- IN 


WHITE SHOES 
IN STOCK 


re) 

Vv Vv 

E 8122 Wo’s All White Nubuck Lace, E 

a Plain Toe, Covered Heel, Metal a 

T ae) $3.75 T 

i 1 
E 


8123 Wo’s All White Reignskin Lace. 
Plain Toe, Covered Heel, Metal 
ee eae 


FLEXIBLE McKAYS 























Everything in 
Wood Heels 


Our experience and time at your service 


BEST WORKMANSHIP 
PROMPT DELIVERIES 


A. R. WADE & CO. 
HAVERHILL, MASS. 


“MOST NATURAL’? 
SPRING ARCH SUPPORTER 


Is as light as a feather, it supports 
the sole so it makes it impossible for 
the arches to break down, further, it 
helps arches to get back to their nat- 
ural position. The most comfortable 
and practical on the market. Will fit 
any shoe. Retailing at $1.00 per pair, 
it yields you a nice profit. 


STATE FOR LADIES OR GENTLEMEN 


The J. J. TANNER MFG. CO. 
PETALUMA, Sonoma County, CAL. 






3 IN STOCK 
; SATIN SLIPPERS 


FOR EVENING WEAR 


mM Made of good serviceable satin, in operas, 
m with and without rosettes. In Cuban or 


1-2 Louis heel to match. Black, white, 
a pink, blue. 


SLIPPER CO. 
116 Duane St. 
NEW YORK, N.Y. 


TERMS 
3% 10 days; 
Pending net 








l 









SSS A NSN iit 


iii 


‘COLUR BIA 


FIBER COUNTERS 


EXCEL IN QUALITY — PERFECT FIT 
WATERPROOFING AND DURABILITY 
We assure you satisfaction es 


‘COLUMBIA COUNTER CO: 


349 CONGRESS ST. BOSTON, MASS. 








ES HHNNN NINN A: 


















SU As 





FRANKLIN 


MACHINE CO., INC: 
: 189 Charles St. 
PROVIDENCE, R. I. 


i ENGINEERS 
4 FOUNDERS 
and MACHINISTS 


= Manufacturers of 
Pulleys, 
4 Hangers, Bearings, 
= Couplings, etc., Iron 
Castings, General 
Mill Repairs, Special 
Machinery for Tex- 
tile Wor li- 
Winding Machines, 
= Cotton Bat Heads, 
Dressers. 











Original In Use 
Over Sixteen Years 











IMPROVED VENTILATING CORSET 


ANKLE SUPPORTS py 
SELL NOW i 


NATHAN ANKLE SUPPOR 
WILL STRENGTHEN AN KLE! ES 
Cures Sprained Ankles 
For Children Learning to Walk 
FOR SKATING 
A stock is also car- 
ried at our Western 
At mney. 
Lawrie & Sons 
eee S. Market St. = : 
Chicago, Ill. 
Order by Na ‘ame cate your Jobber or Direct 


Nathan Anklet Support Co. 


81-90 Reade St., New York City  -/iie. atin 
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3°01 1—Gen- 
ulne Black Kid 
Turn Lace Boot, 
full foxed pat- 
tern, 9 Inches 
high, covered 
wood heel, steel 
plate. AA to D. 

Price $4.00 


3010—E xact- 
ly same as above 
with leather 
Louis Heel. 
AA to b 
Price $3.60 


1146 — Genuine 


"Price $4. 83 


803— me 
style as_ above 
with Genuine 
Calf Vamp, Dull 
Kid Top, Good- 
year Welt. AA to 
D. Price $3.50 


1 
buck with white 
heel and bot- 
tom. B to D. 
Price $4.00 


1147—B lack 
Kid Vamp Gol- 
den Brown_ Kid 
Top Lace Boot. 


Welt, AA to D. 
Price $5.00 


44—Patent 
kid Vamp Gold- 
en Brown Kid 


above. AA to D 
Price $4.50 


1143—W hite 
Nubuck Lace 


Goodyear Welt. 
AA to D. 
Price $4.50 


BOOT AND 
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CLL 


Distributors of 


WOMENS NOVELTY, FOOTWEAR 


1149—Ai! Black 
Vici Lace Boot, 
same style as 
above, Stag Pat- 


* tern, Imitation 


Perforated, 


Straight Tip, 
White Welting. 
AA to D 


Price $4.85 


1150—All Black 
Viei Kid Boot, 


, in Button, same 


as above. AA to 
D. Price $4.85 











158-140 ‘Duane St ies Cit 





First Showing 
of Spring 
Styles 


Ready to Ship 


EVER have we given our customers 
such splendid evidence of our buying 
Y wer and style foresight. 
ere are the shoes that will go big in the 
big cities this Spring and Summer—priced 
so reasonably, (as prices go nowadays) 
that we know they’re going to appeal to 
you. 





WIRE ORDERS COLLECT 


NEW ACCOUNTS PLEASE SEND REFERENCES 
Terms 2%-10 Days 


730—All_ Pa- 
tent Kid, seam- 


Price $3. 38 


731—S a 

as above in Dull 

Kid. AA to D. 
Price $3.25 




















tteseen 
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Distributors of 
WOMENS NOVELTY, FOOTWEAR 
158-140 Duane Sz Se Cit 
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1157—All White 1155—All White 
Kid 8 1-2 inch Sea Island (as 
Lace Boot, a. opp) Lace 


oot. Goodyear 
foxed oe Welt, full foxed 
White id cov- 


Big City 
avorites 


riced Right 


All Sizes and Widths 


| we were not giving unbeatable values 


5 to D. 
Price $6.00 , ta $3.85 


1153—S ame 
as 1155 with 
Whi Enamel 
rey Heel. 


oO ° 
Price $3.60 





256—All White 


and service we could never have record- Bewed, | Leather 
ed such a marked increase in our business cot het ae 


. Price 
as came to us last year. D. Price]$3.50 


Our trade find our merchandise what we 
promise it—and so will you, if you’ve 
not yet experienced GINZBERG—GOR- 
DON values. 


Received too late for Illustration 


STOCK No. 100 White washable kid 9 1-2inch Turn 
lace boot. 17-8 Full Louis covered heel, aluminum plate. 
Whole quarter pattern, plain toe. AA to D. Price $5.50 


ASSCCRRECER TEESE EE te 
“eeeeeeeesesseeeseee 


608—H a vana 
Brown Kid Boot, 
urned Sole, 
Leather 8”’ Louis 
Heel. D 


303—All White to D. 
Kid Seamless Price $3.85 


ppearance. AA 
D. Price $3.75 
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WHOLESALE 
HOUSES 


The Rice & Hutchins 
Chicago Co. 


The Rice & Hutchins 
New York Co. 


The Rice & Hutchins 
Baltimore Co. 


The Atlas Shoe Co. 
Boston, Mass. 


The Rice & Hutchins 
Cleveland Co. 


The Rice & Hutchins 
Cincinnati Co. 
The Rice & Hutchins 
Atlanta Co. 


Joseph I. Meany & Co. 
Philadelphia, Pa. 


The Rice & Hutchins 
St. Louis Shoe Co. 





a 


The greatest asset in 
the men’s end of the 
retail shoe business to- 
day is the staple shoe. 


With such a shoe the retailer 
can accomplish two results with 
one effort. 


He can reduce the amount of 
merchandise on hand and in- 
crease his sales. 


Men like to stick to a shoe they 
find by experience has wear, 
comfort and style combined 
with good shoemaking. 


The All America is just the shoe 
to bring about both of these 
conditions. 


All Americas are in stock in 
each of our nine wholesale Rice 
& Hutchins houses. 


Rice & Hutchins, Inc. 


20 High Street, Boston, U.S.A. 








PITTI 














